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Guarantee of Success 


AN success be guaranteed to the life underwriter? This question is frequently asked, espe- 
cially by the man who is considering life insurance salesmanship as a life work. Our answer 
is—‘“‘success can be guaranteed, provided the salesman will meet the necessary requirements.” 
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se What are these requirements ? \ 
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ife This question will be rightly asked by any one to whom we . q 
-_ make the foregoing statement. The requirements are of two The Price of Success 1 \ 
kinds—first, the things to do relative to the mechanical details ; oa =, 
. , ; Success in the life insurance business is 
of business; second, the things to do relative to your own snide don didibie tee, sninitiel be tan 
initiative and your attitude of mind toward your work. fies: uniiaianalt qualifications md gee 
_ Any salesman whose attitude of mind is right, and who will vided he is willing to pay the price. 
50 study and practice to increase his skill, will succeed if he carries ; 

—_ h h definit onaeeies No goal worthy of attainment can be 
150 CATOUES ON & Conmne Success Prog ; reached save through the path of hard- 
oad The Ohio National Life Insurance Company in cooperation ships encountered and difficulties over- 
_ with its Managers and General Agents and after the study of come. 

successful life underwriters’ methods has compiled a five point a a 
" rele ; That is the Law of Life. The price of 
success program for its salesmen. success may be summed up in three 

E , j 
as The salesman who will follow through on this five point success words— 

program will succeed in the life insurance bustess. INTELLIGENT. WELL-PLANNED 
. The advantages of a definite success program for its salesmen WORK 
is one of the many reasons why—“It Pays to Tie Up with The (Life Insurance Sales Research Bureau) 
- Ohio National.” 
cE , 
- Salesmen wanted in select locations in the following states: Illinois, Indiana, Iowa, Kansas, Kentucky, 
~ Michigan, Missouri, Nebraska, Ohio, Oklahoma, Pennsylvania and Texas. 
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WRITE FOR GENERAL AGENCY PROPOSITION 
AND TERRITORY 


ESERVE LOAN LIFE 


INSURANCE COMPANY 
INDIANAPOLIS, INDIANA. 
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LIFE 


CELEBRATES ITS 
EIGHTY-SECOND 
ANNIVERSARY 


JETNA LIFE INSURANCE COMPANY 
HARTFORD CONNECTICUT 
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Make your work easier 
with these practical tools 








IFE UNDERWRITERS find there 

is no substitute for work. Work— 
the proper application of energy—still 
remains a fundamental requisite to suc- 
cess in life insurance. 





Work plus the practical tools offered 
agents by this company make a combina- 
tion hard to beat. Here are some of the 
tools offered our agents which will also 
help make your work more remunerative 
and easier. 





a liberal agency contract 

® a complete line of modern policies 
® juvenile policies, sub-standard 

® double indemnity, total disability 
low non-participating rates 
organized presentations 

a fool-proof visual sales kit 

a daily working plan 


a condensed but comprehensive train- 
ing plan 

® a conservation program that helps 

keep policyholders sold and re- 

duces lapses 





Connect with a company that will give you 
the greatest help and make it as easy as possi- 


ble to operate. For openings in Ohio, Michi- 


gan, Illinois, Indiana, Kansas, Oklahoma or 
Texas, write George L. Grogan, Vice President, 
in Charge of Agencies. 





The Federal Reserve 


Life Insurance Company 


Kansas City, Kansas 














A SEAT at the 
COUNCIL 
TABLE 


Because all of its Officers are 
field-minded and many have 
had years of field experience, 
the best interests of Tollica’s 
underwriters are always to the 
fore. 


Sound business principles 
+ Continuity of management 


— A full understanding of the 
Agent's problems 


+ The realization that the 
man in the field is a vital 
factor 


= Successful and permanent 
connections. 


Oinpptlere 


/hsurance Company ofAmerica 


MILWAUKEE, WISCONSIN 





operates in the following states: 


California Minnesota Texas 
Illinois Ohio Washington 
lowa Oregon Wisconsin 


Michigan South Dakota 
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Rohlffs to Head 
Risk Supervisors 


Interesting Data Presented to 


Home Office Life Underwriters 
Association 


sTUDY REINSTATEMENTS 


Underwriting Clinic Is Feature of An- 
nual Gathering—Occupational Com- 
mittee Holds Special Meeting 


NEW YORK, Nov. 23.—William F. 
Rohiffs, assistant secretary New York 
Life, was elected president of the Home 
Office Life Underwriters Association at 
its annual meeting here last week, suc- 
ceeding Austin D. Reiley, supervisor of 
risks of the Mutual Life of New York, 
who has headed the organization since 
its inception two years ago. 

Other officers for the coming year 
are: first vice-president, W. H. Dallas, 
Aetna Life; second vice-president, F. 
Vhelps Todd, Provident Mutual Life; 
secretary, Leigh Cruess, Home Life of 
New York; treasurer, Alfred J. Riley, 
Mutual Benefit Life; editor, Malcolm 
Adam, Penn Mutual Life; executive 
committeemen, Howard Goodwin, Phoe- 
nix Mutual Life; J. B. Mabon, Sun Life 
ot Canada; L. M. Robotham, Travel- 
ers; John R. Harris, Metropolitan Life; 
Ross B. Gordon, State Mutual Life. 

Of great general interest in view of 
the heavy lapse rate now p.evailing, was 
a paper on the underwriting of rein- 
statements by W. L. Sitgreaves, Aetna 
Life. This subject is of special concern 
because of possibilities of selection 
against the company in making whole- 
sale reinstatements. Mr. Sitgreaves 
cove ed the problem thoroughly, pre- 


senting both the underwriting and the 
legal aspects. 


Habits Discussed by Beckett 


Habits and their relation to moral 
hazard were dealt with by C. H. Beck- 
ett, State Life of Indiana, who gave an 
interesting and original presentation of 
Some of the underwriting hazards em- 
braced under this general subject. 

The underw.iting of military and 
naval risks was discussed by S. G. Hop- 
kins, Penn Mutual Life, who developed 
health and accident data taken from of- 
ficial government files relating to stu- 
dents at West Point and Annapolis, and 
officers in the army, navy, marine corps 
and coast guard. 

Donald B. Seman, Lincoln National 

ilé, presented a paper on insuring ju- 
veniles, dealing chiefly with practical 
points to be considered in handling risks 
of this type. 

At the second day’s session Godfrey 
Moora, Mutual Life of New York, pre- 
sented the timely topic of inspection 
cervice, while Vice-president Allen 
“pencer of the Retail Credit brought 
out many practical points in his discus- 
sion of “What the Companies May Do 


to Improve the Inspection Service.” Mr. 





Life Companies Still in 
Highly Liquid Position 





NEW YORK, Nov. 23.—Although 
policy loans have definitely declined in 
volume and surrenders have shown a 
downward trend in some quarters, life 
companies are nevertheless keeping an 
unusually large share of their assets in 
the form of bank balances and highly 
liquid government bonds. The excess 
liquidity over and above that dictated 
by potential cash demands of policy- 
holders is due largely to the absence 
of acceptable bonds at the right price. 

There is no lack of good bonds among 
the rails, utilities and industrials, but 
the desirable issues of these classes are 
selling at quotations so high as to make 
them unattractive from an _ earning 
standpoint. 


Separated Sheep from Goats 


In normal times there is a large mid- 
dle group of bonds from which life com- 
panies make their purchases. These se- 
curities are sound, but without the ex- 
treme liquidity, the extraordinary degree 
of security and the lower earning rate 
of the government obligations. In the 
past the companies through their in- 
vestment experts were able to make se- 
lections of the bulk of their bonds from 
among this great “midd'e class.” They 
had reliable methods of separating the 
sheep from the goats and thus were 
able to get sound securities at prices 
that would bring a good yield. 

With conditions as they are today it 
is much more difficult to separate the 
desirable securities from the less des-r- 
able. It is not that all bonds in this 
group have fallen in the companies’ es- 
teem, but rather that the old measuring- 
sticks for determining value can no 
longer be relied on. 

A!l this has the effect of putting bonds 
in this large and important category in 
the uncertain class. Another deterrent 
to life companies’ investing in this class 
has been the scarcity of new issues, 





stressed the point that the in- 
spection companies are endeavoring to 
work in complete cooperation with the 
field units of the companies and would 
like the companies to treat them as a 
part of their home offices. 

The underwriting clinic was as usual 
an extremely interesting feature of the 
second day’s session. The clinic took 
up about 25 cases of various types in- 
volving significant underwriting prob- 
lems for consideration. 

Guest speakers at the luncheon meet- 
ings were Dr. Arthur Hunter, vice-presi- 
dent and chief actuary New York Life, 
and J. S. Thompson, vice-president and 
mathematician, Mutual Benefit Life. 

The occupational committee of the as- 
sociation held its meeting on the day 
before the general session. R. F. Ed- 
wards, Prudential, presented a paper on 
fatal accidents among steam railway 
workers, comparing the periods 1929-31 
with 1923-25 for a number of occupa- 
tional classes. A downward tendency 
was noted for 79 classes while 25 classes 
showed a slight increase. No change 
was observed in 26 classes. 

Winton Fox, State Mutual Life, gave 


Spencer 








none having been floated in more than 
a year and a half. 

This scarcity has resulted in an ex- 
tremely “thin” market. In fact it might 
almost be said that there is no bond 
market today, so small is the amount of 
trading being done. This “thinness” 
causes the highly abnormal spreads be- 
tween bid and asked prices that have 
been characteristic of the market. 


Handful 


The lack of offerings has created a sit- 
uation in which a handful of bonds of 
a certain issue may run the quotation 
on that issue down 20 points if they are 
offered for sale, or run it up a like 
amount if sought by a buyer. Normally 
the offering or buying of hundreds of 
times such a block would affect the quo- 
tation only about one-quarter of a point. 

Such a condition makes it difficult to 
value securities, for spreads of 40 and 
even 50 points have not been rare. Thus 
a man who buys a bond at 80 would be 
able to sell it for only 30 or 40, and its 
value would depend largely on whether 
he were selling or buying. 


Plenty of New Issues Coming 


Affects Quotations 


Despite the present shortage of good 
bonds among the general run, invest- 
ment men believe that when the time 
comes that life companies can safely 
get out of their present extremely liquid 
condition there will be plenty of new 
issues coming to the fore. Needs for 
financing have been piling up because 
the lack of confidence among investors 
made it useless to float bond issues. 

Some believe that when investing be- 
gins again on a scale approaching nor- 
mal interest rates will be more attrac- 
tive to investors than they have in the 
past. Holders of this view base their 
predictions on the expected demand for 
money for financing as compared with 
the total amount that will be available. 


his conclusions as to men employed in 
the tannery industries based upon a sur- 
vey of the Graton & Knight plant at 
Worcester, Mass. Dr. W. J. McCon- 
nell, Metropolitan Life, discussed sili- 
cosis, with particular reference to the 
foundry industry, summarizing the most 
(CONTINUED ON PAGE 21) 





Write Over $100,000 on 


Fraternity Initiates 


COLUMBUS, O., Nov. 23.— 
More than $100,000 of insurance 
was written by Columbus life in- 
surance men during the fall fra- 
ternity initiations at Ohio State 
University. Each initiate took out 
a policy for $1,000, of which $900 
is payable to any beneficiary the 
insured may name and $100 is 
payable to the fraternity. The 
plan was devised by Mark Miles 
of Columbus, who was graduated 
from the university in 1923. 





|in the heavy 











Letup in Lapses, 
Surrenders Noted 


Indications That Termination 
Peak Was Reached in 
Early Fall 


POLICY LOANS DECREASE 


Industrial and Ordinary Companies’ Ex- 
perience Varies—Offer Interesting 
Comparisons 


NEW YORK, Nov. 


23.—There are 
indications in some quarters that the 
peak in surrenders and lapses was 


reached early this fall and that termi- 
nations from these causes have begun to 
taper off. The trend, however, is no- 
where near as definite as in the case of 
policy loans, in which there has been a 
steady recession since last June‘s peak. 
Some companies noticed a let-up in 
surrenders and lapses earlier in the sum- 
mer, while others, especially industrial 
companies have not felt any perceptible 
downward trend from the high levels 
that have prevailed this year. In_ this 
connection actuaries have noted a differ- 
ence between the policy loan figures of 
industrial and ordinary companies. 
Reflect Industrial Conditions 


The industrial companies reflect more 
closely the actual conditions in industry, 
while those of the ordinary companies 
tend to reflect future conditions to some 
extent. This is in line with the behavior 
of Wall Street in forecasting conditions 
for a number of months ahead. Indus- 
trial companies did not get the propor- 
tionate volume of policy loans at the start 
of the depression and in the same way it 
is probable that their policy loans and 
surrenders will not begin to taper off 
until the employment situation actually 
justifies it, regardless of present hopes of 
improvement, 

Interesting Comparisons 


When the distinction between lapses 
and surrenders is drawn, some interest- 
ing comparisons come to light. Two 
years ago the lapses, that is, business 
not in force long enough to have a cash 
or loan value, were running from one 
and one-half to two times the volume of 
surrenders, At present the surrenders, 
or business in which there is a cash or 
loan value, are approximately 25 percent 
greater than the lapses. This is due pri- 
marily to the rapid rise in the volume 
of surrenders, as the lapses have re- 
mained about the same. The principal 
reason for the small change in lapses is 
the smaller amount of new business 
being written. Thus the principal share 
increase in terminations 
from lapse and surrender has been in 
the latter class. 

Just where the peak volume of surren- 


ders will come depends more on the 
individual company’s business than in 
the case of policy loans. Surrenders 


(CONTINUED ON PAGE 21) 
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Depression a Blessing in 
Disguise, Says Frank Davis 


MADE MANY OPPORTUNITIES 


Former Equitable of New York Vice- 
President in Rousing Talk at 
Chicago Congress 


The first glow of the rise of another 
era of prosperity is already discernible 
on the life insurance horizon if one does 
not have astigmatism, F. H. Davis, for- 
mer vice-president Equitable Life of 
New York and former general agent at 
Denver for the Penn Mutual, returned 
from a long rest on his Wyoming ranch 
to tell Chicago underwriters at the an- 
nual sales congress of the Chicago As- 
sociation of Life Underwriters. 

“I believe nothing has happened in 
my experience so fraught with possi- 
bilities and opportunities as has hap- 
pened in the depression,” Mr. Davis 
said. “Nothing has prepared the public 
so well for life insurance service as the 
depression. 

Need Vision and Courage 


“I admit there is nobody marching 
up to you and asking for a policy and 
offering a check in prepayment, but 
there has been an unusual preparation 
made if you have the imagination and 
courage to pursue it. 

“Times and conditions are not much 
different if you are geared to them. We 
have unloaded a part of our excess bag- 
gage. We have seen the greatest people 
of the greatest country in all history 
brought from the heights to humility. 
It has been a good thing for them. We 
have passed from the heights to the val- 
ley, but there is a hill on the other side. 

“IT have been watching life insurance 
at work for three years and it has been 
one of the greatest thrills of my life to 
observe the magnificence of its service. 
It has been the last economic fortress 
in the lives of our people. The simple 
folk in Wyoming have come to me with 
questions about their life insurance and 
I have told them by all means to hang 
onto it. It has been the one sure thing 
to which they could tie. . 

Deprecates Apelogetic Manner 


“Our people were very casual—dan- 
gerously so as it turned out—about the 
safety of their investments. They felt 
that prosperity not only was here, but 
here permanently. Yet many of them 
were shaken loose by the first tremors 
of depression. Life insurance remained 
the one service on which they could 
depend. 

“One of the fundamental weaknesses 
of great groups in the life insurance 
business has been the casualness and 
semi-apologetic attitude for life insur- 
ance. There has not been the pride 
and grateful appreciation among the life 
insurance fraternity that the business 
has justified. If the demonstration of 
the last three years has not divested 
you of the last remnant of this old fear 
and hang-dog manner, and has not given 
you confidence that you have a right to 
see any and all persons and talk to 
them on the subject of life insurance, 
then I cannot think of any circum- 
stances which would bring about this 
result. 

“We don’t need a larger and more 
powerful motor in life insurance. We 
need to tighten the steering gear. Never 
mind about the free wheeling; keep in 
gear all the time.” 

Mr. Davis said life insurance men 
must give of themselves all the time. 
There is no way for an underwriter to 
succeed when he is superficial. 

Mr. Davis’ appearance was the first 
for many months since he retired to his 
Wyoming ranch to recuperate from an 
illness. There is strong reason to be- 
lieve that his Chicago talk is the hint 
of a reentrance into active life insur- 
ance selling and that before long he 
will make announcement of a connec- 





American Mercury 
Writer Endorses 
the Annuity Idea 





The “American Mercury” in its De- 
cember number carries an article strongly 
endorsing the annuity principle. It is 
written by G. W. Fitch and the title is: 
“One Way to Security in Old Age.” 
The safety of a life annuity, Mr. Fitch 
writes, is nearly absolute. It offers the 
easiest way to obtain old age security 
and it lasts until death without diminu- 
tion. It protects the rich from the per- 
ils of their poverty. 

“Thousands,” he writes, “are in want 
today who once had plenty. Other 
thousands are in want who never had 
property. All of them would find old 
age fuller and happier if they purchased 
annuities, according to their means, in 
the days when earnings were best and 
want had not yet begun to threaten 
them.” 

Coupled with this endorsement of an- 
nuities is a statement of the impregna- 
bility of life insurance. “No human in- 
stitution is infallible,’ Mr. Fitch writes, 
“but the position of the leading life com- 
panies is so impregnable that nothing 
would seem able to threaten them save 
only a universal catastrophe that would 
endanger the very government itself.” 


Companies Threaten to Move 
to Thwart Philadelphia Tax 


PHILADELPHIA, Nov. 23.—At a 
hearing on the proposed Philadelphia 
4-mill tax on general property holdings 
of mutual insurance companies and sav- 
ings banks, the city council was told 
that if it passed 4-mill tax, Philadelphia’s 
three big mutual life companies, the 
Penn Mutual, Provident Mutual and Fi- 
delity Mutual, would move their home 
offices from the city. The three life 
companies are paying state and federal 
taxes of $3,000,000 a year and the pass- 
age of the 4-mill tax would double their 
taxes. Life company spokesmen pointed 
out that the tax would be unfair, confis- 
catory, and discriminatory. The com- 
panies themselves do not own one cent 
of property. All belong to the policy- 
holders, 92 percent of the living in other 
states. The three Philadelphia compa- 
nies have 3,000 employes, pay real es- 
tate taxes of more than $250,000 a year, 
besides placing “millions of dollars in 
banks and money for mortgages.” 








tion. Always one of the most respected 
and admired of life company executives, 
Mr. Davis in his Chicago speech exhi- 
bited all of his old enthusiasm and high 
voltage. 





Aetna Life Makes Number 
of General Agency Changes 


RESIGNATIONS ANNOUNCED 


Reorganization of Eastern Territory 
Effective Dec. 26 Accomplished 
by Transfers 


The Aetna Life has made several gen- 
eral agency changes in eastern territory, 
all effective Dec. 26 involving the agen- 
cies at Rochester, Utica, Scranton, 
Wilkes-Barre, Springfield, Mass., and 
165 Broadway, New York, and will es- 
tablish a new agency at Williamsport, 


a. 

The Wilkes-Barre and Scranton agen- 
cies are to be consolidated under R. H. 
Miller, who has been general agent at 
Scranton since 1927 and connected with 
the agency since 1913, for some time as 
assistant general agent under R. H. 
Keffer. Upon Mr. Keffer’s appointment 
in 1927 to 100 William street, New 
York, as general agent, Mr. Miller suc- 
ceeded him at Scranton. 

To Mr. Miller’s territory will be 
added the counties of Luzerne, Colum- 
bia, and Monroe. Robinson & Robin- 
son, general agents at Wilkes-Barre, 
will continue to represent the Aetna af- 
filiated companies as general agents. In 
resigning as life general agents, the 
Robinson brothers plan to continue with 
the life company as personal producers. 


Toohey Takes New Agency 


Territorial reorganization in Pennsyl- 
vania will include establishment of a 
new general agency at Williamsport, 
and appointment of F. J. Toohey as 
general agent there, the agency to cover 
the counties of McKean, Potter, Tioga, 
Elk, Cameron, Clinton, Lycoming, 
Clearfield and Center. Mr. Toohey is a 
former newspaper man, who later was 
publicity director for the International 
Correspondence Schools. He _ joined 
the Aetna at Scranton in 1925, and in 
1929 was appointed supervisor under 
Mr. Miller. 

J. P. Graham, Jr., New York City 
general agent, goes to Springfield, Mass., 
as general agent on Dec. 26, at which 
date his 165 Broadway office in New 
York will be discontinued. He has been 
with the Aetna Life since 1923, and in 
September, 1924, was appointed manager 
of the 42nd street office, New York 
City, under Hart & Eubank, general 
agents. The general agency partner- 
ship of Graham & Luther was created 
in 1926, with headquarters in Brook- 
lyn. Upon E. D. Luther’s appointment 
to New Haven in 1927, Mr. Graham be- 
came head of the Brooklyn office. 

Mr. Graham was appointed in May, 

(CONTINUED ON PAGE 21) 








Tarver Announces Committees 








Seven changes in committee chairmen 
appear in the appointments just an- 
nounced by President W. A. Tarver of 
the National Convention of Insurance 
Commisisoners. - 

E. W. Clark of Iowa is the new chair- 
man of the committe. on assets of in- 
surance companies succeeding Mitchell 
of California. Riley of Mississippi suc- 
ceeds Hobbs of Kansas as chairman of 
the committee on fraternal insurance. 
Davis of the District of Columbia is the 
new chairman of the miscellaneous com- 
mittee succeeding Lowry of Mississippi. 
Greer of Alabama is chairman of the 
committee on rates and mortality suc- 
ceeding DuLaney of Arkansas. Sulli- 
van of New Hampshire is chairman of 
the committee on reserves other than 
life, succeeding Kidd of Indiana. Liv- 
ingston of Michigan is the new chair- 
man of the committee on taxation suc- 
ceeding Allin of Kentucky, and Pope of 
Texas is the new chairman of the com- 





mittee on workmen’s compensation suc- 





ceeding Sullivan of New Hampshire. 

Of course the committee set ups will 
be radically revised because of the great 
turnover in commissioners when the 
new state administrations take office. 

The committee chairmen who are re- 
tained are: Bowles, Virginia, accident 
and health; Cochrane, Colorado, actuar- 
ial bureau; Robinson, Ohio, blanks; Mc- 
Quarrie, Utah, codification of rulings; 
Walsh, Maryland, credentials; Read, 
Oklahoma, examinations; Gough, New 
Jersey, fidelity and surety; Hanson, II- 
linois, fire insurance; Warner, Ohio, 
laws and legislation; King, South Caro- 
lina, publicity and conservation; Brown, 
Massachusetts, rates of insurance com- 
panies; Knott, Florida, social insurance; 
Dunham, Connecticut, standardization 
of agents’ applications and licenses; 
Porter, Mantana, unauthorized insur- 
ance; Lawson, West Virginia, unfinished 
business; Van Schaick, New York, val- 
uation of securities; Mitchell, California, 
life committee. 





Illinois Life Situation Is 


Heard in the Federal Cou, 
TWO ACTIONS ARE STARTED) 
Iowa Stockholder and Indiana Policy. 


holder Seek Receivership to Protect 
Company from Multiplicity of Suits 





Decision Deferred 


———__ 








At the hearing on Tuesday afternooy 
Judge Wilkerson announced that he 
would come to a definite decision re. 
garding the appointment of a receiver 
for the company on Friday morning 
when the case is again to be heard. 4 
report on the present condition of the 
company has been prepared for the Re. 
construction Finance Corporation py 
Fackler & Brieby. Judge Wilkersog 
wishes to examine this report in detail 
before handing down a decision. [py 
commenting upon the case, Judge Wil. 
kerson indicated that he intends to adopt 
a most lenient attitude toward the com. 
pany and to keep it intact as a going 
institution if possible. He said that in 
his opinion the numerous charges that 
have been made should be more or less 
disregarded and attention centered upon 
whether or not the company has sufi- 
cient assets to satisfy its reserve re- 
quirements. “In other words,” Judge 
Wilkerson said, “is the company solvent 
and if so, what can be done to protect 
the policyholders? We do not want to 
wreck the company nor even to appoint 
a receiver if this report establishes the 
fact that it can be kept alive.” 


— 


The Illinois Life situation, which has 
been for some time a source of anxiety 
to the business as a whole, was brought 
into the open this week. Two bills ask- 
ing the appointment of a receiver had 
been pending for nearly two weeks and 
hearings had been held by Federal 
Judge Wilkerson at Chicago in cham- 
bers. On Monday, however, the hear- 
ing was in open court. 

The upshot of the first day’s hearing 
was that Judge Wilkerson overruled the 
motion of the Illinois Life that the bill 
be dismissed. J. B. Fleming of the law 
firm of Kirkland, Fleming, Green & 
Martin, representing the [Illinois Life, 
had contended that, assuming the facts 
in the bill to be true, insolvency was 
all that was charged and this would not 
be cause for appointment of a receiver 
unless coupled with mismanagement and 
fraud. Judge Wilkerson took the posi 
tion that the charge had been made that 
the company would be doing business 
when it could not do so legally and t 
this is true some relief should be given. 
The judge, however, said that the reliet 
might not necessarily be a receivership. 


Iowa Stockholder 


The bill on which the first hearing 
was held was that of Mrs. Mary Martha 
Layton of Leon, Ia., owner of 285 shares 
of Illinois Life stock. Her attorneys 
are H. F. Tenney and S. A. Guthrie. 
Her bill sets up that $33,700,000 re- 
serves are needed by the Illinois Life, 
while the total assets are not more than 
$30,000,000. Because the Illinois Life 
is not able to realize on real estate hold- 
ings and cannot liquidate its stocks an 
bonds, it cannot meet its current de 
mands and about $500,000 unpaid cash 
surrender and loan values are unpaid 
The underwriting profit of the Illino's 
Life for the last five years has beet 
about $1,000,000 a year, the bill states- 

Since September of this year, the 
Layton bill asserts, the president and 
board of directors of the Illinois Lift 
“have been engaged in the systematiC 
practice of abandoning the companys 
agency organization except in IlIlino!s- 
Agents of the Illinois Life have beet 
given over to other companies 4! 

(CONTINUED ON PAGE 10) 











—— ee ee 


ni i i a 


iim ah Lh i> 





er 25, 1939 








n Is 


ral Cour 


STARTED 


lana Policy. 
to Protect 
y of Suits 


$$ _——___ 


red 


——————___ 


y afternoon 
ed that he 
decision re. 
F a receiver 
ay morning 
e heard. A 
ition of the 
for the Re. 
oration by 

Wilkerson 
rt in detail 
scision. In 
Judge Wil- 
ids to adopt 
rd the com- 
as a going 
said that in 
harges that 
10re or less 
ntered upon 
y has suffi- 
reserve re- 
‘ds,” Judge 
any solvent 
: to protect 
lot want to 
. to appoint 
blishes the 


which has 
of anxiety 
ras brought 
o bills ask- 
ceiver had 
weeks and 
yy Federal 
» in cham- 
, the hear- 
y’s hearing 
erruled the 
hat the bill 
of the law 

Green & 
inois Life, 
z the facts 
vency was 
would not 
a receiver 
rement and 
< the posi- 
made that 
g business 
ally and if 
1 be given. 
t the reliet 
-ceivership. 


st hearing 
iry Martha 
285 shares 
attorneys 
\. Guthrie. 
00,000 re- 
inois Life, 
more than 
linois Life 
state hold- 
stocks an 
urrent de- 
npaid cas 
re unpaid. 
he Illinois 
has beet 
bill states. 
year, the 
sident and 
linois Life 
systematic 
company $ 
1 Illinois. 
have been 
anies and 


} 10) 





~ Saea er 





1932 


November 25, 


LIFE 


INSURANCE 


EDITION 


1 ow 











a 








Sales Conference 
to Boost Chicago 
A. & H. Production 








Accident and health department man- 
agers and general agents in Chicago are 
bending every energy this week toward 
capitalizing on the enthusiasm aroused 
at the first accident and sales conference 
ever held in that city, under the auspices 
of the Accident & Health Insurance 
Club of Chicago, and the interest mani- 
fested in that line, as evidenced by an 
overflow crowd at the conference. rhey 
are all looking for a record production 
of business as a result of it. ; 

The auditorium in the Insurance Ex- 
change building, Chicago, where the 
conference was held, has seats for 250 
people. Long before the meeting 
started all those seats were taken and 
there were at least 150 packed in as 
close as they could stand at the sides 
and back of the room, while at the low- 
est estimate 100 others—some put it as 
high as 200—were turned away because 
it was absolutely impossible for them to 
get into the room. 

Notable Program Presented 


Specializing accident and health 
agents, general brokers and life insur- 
ance men were all well represented and 
all of them gave the closest attention 
throughout a program which could 
hardly fail to hold the interest of any 
insurance man. The home office of one 
large life company after the meeting 
wired its Chicago manager to obtain 
for it copies of two of the speeches. 

There were four headline speakers— 
Joseph M. Gantz, general agent of the 
Pacific Mutual Life in Cincinnati; J. P. 
Murphy, sales manager of W. A. Alex- 
ander & Co.; Halsey Steins, Continental 
Casualty, and James Ledy, Aetna Life, 
all of Chicago. All are men of long 
experience and proven ability in the ac- 
cident and health field and each had a 
definite message to give in regard to 
ways for improving the production of 
accident and health insurance. 

Gantz Runs Whole Gamut 


Mr. Gantz, the last speaker, who could 
have made a reputation for himself on 
the stage if he had decided to enter that 
field of endeavor instead of selling in- 
surance, furnished a fitting climax to the 


program. He ran the entire gamut of 
emotional appeal, bringing roars of 
laughter from the crowd one minute 


with his stories and “wisecracks,” all of 
them adding additional points to his 
main appeal, which was to put the pros- 
pect in the center of the picture and 
never lose sight of his interest. 

“Don’t worry so much about how 

you're going to sell,” he urged. “Imagine 
his using it rather than your selling it. 
Don't talk of ‘my company’ and ‘our pol- 
icy. Translate it into terms of his needs 
—of things he can understand.” 
_ Especial interest was also shown 
in the simple and lucid explana- 
tions given by C. O. Pauley, sec- 
retary Great Northern Life, and E. 
Hauschild, assistant secretary Continen- 
tal Casualty, of a number of underwrit- 
ing and claim problems which are quite 
apt to bother the average agent. 


E. T. Burr Names Committees 


E. T. Burr, president of the Indus- 
trial Insurers Conference, has an- 
nounced his committee appointments. 


Chairman of the good of the conference 
committee is B. L. Tatman, Reliable 
Life & Accident, statistics, R. A. Halley, 
National Life & Accident; auditing, 
G. N. Spring, Industrial Life & Health; 
credentials, J. A. Walker, Missouri In- 
surance Company; law, P. M. Estes, Life 
& Casualty; membership, B. H. Handy, 
Mutual Insurance Company; advertis- 
ing, W. R. Lathrop, Southern Life & 
Health: grievance, F. J. Walker, Ken- 
tucky Central; attendance, G. W. Mum- 
ford, Home Security Life, and golf, 
Raymund Daniel, “Insurance Field.” 





Agency Practices With New 
Agents Subject of Session 


CHICAGO SUPERVISORS MEET 


Round Table Develops Interesting 
Practices in Putting Men Into 
Quick Production 


Many useful tips for agency super- 
visors were given in discussions at the 
meeting of the Life Agency Supervisors 
Association in Chicago in a continua- 
tion of the subject of training new men 
and getting them quickly into produc- 
tion. Wayne Meigs, supervisor Meyer 
agency New England Mutual, led the 
open forum. 

He said the Meyer agency gives a 
week of intensive training and then in- 
duces the agent to select a special group 
to call on, depending on his experience 
and personal set up. If he is a young 
married man he is urged to solicit on 
family income, and if unmarried, on re- 
tirement income. Mr. Meigs said it is 
intended to develop the spirit of the 
crusader in the agency. They are urged 
not to overlook relatives and neighbors 
whom they are best equipped to see and 
to whom they owe it more than to any- 


body else. 


Accident and Health Helps 


The supervisor of a large life com- 
pany in a multiple line group of com- 
panies stated it was found most success- 
ful to start a new agent in acciaent and 
health as a means of quick production. 
Time control is essential. The office 
recommends the use of the small coin 
bank plan, which it is said gives the 
new man a chance to make sales while 
he is learning the business. Annuities 
are particularly stressed by this office. 

Another office teaches its new agents 
to prospect first of all, then gives them 
a definite sales talk and teaches them to 
make definite appointments. 

Some idea of the difficulty in getting 
the right kind of agent is shown by the 
experience of an office whose supervisor 
has interviewed 600 to 800 applicants a 
year, but has picked only 30 agents, of 
whom only 16 are now considered suc- 
cessful. When the new man is well 
started selling small policies he is urged 
to try for $2,500 or $5,000 ordinary life, 
a special sales talk being built around 
this plan. The practice is to do all of 
the instruction in the office and not to 
go out with agents on their canvasses. 


Three Meetings Weekly 


One agency holds three meetings a 
week, Monday being general, the second 
Thursday devoted to details of the 
business and a Saturday meeting ex- 
clusively to the technique of closing. 

The supervisor said his office does 
everything to inspire the men with the 
worth of insurance, then gives them the 
worst side of the picture so they will 
know how hard life insurance is to sell. 
If they elect to remain the agency feels 
it has men who will be fairly stable. 
This office has appointed a number of 
investment men who have seen the 
things happening in that field and are 
looking for something they can take 
back to their former clients ana recom- 
mend fully. The annuity, the super- 
visor said, is mathematically sound and 
exactly fills the bill. 

One supervisor said the practice in 
his office is to blame the supervisor if 
after selecting and training the men it 
should develop the men failed. 

An interesting observation of one 
supervisor was that in his office the 
agents are made to practice their can- 
vasses at different distances from the 
prospect. It has been found that the 
distance has a vital effect on the quality 
of the talk. It appears to be much 
easier to talk well at a short distance 
than across the room, and the idea is 
that the agent will develop a technique 
for any circumstances so he can com- 








Heads Canadians 














J. H. 


LITHGOW 


J. H. Lithgow, general manager of 
the Manufacturers Life, was elected 
president of the Canadian Life Insur- 
ance Officers Association at the annual 
meeting in Toronto, succeeding G. Cecil 
Moore of the Imperial Life. 


Ream Is Feature Speaker at 
Nebraska Annual Gathering 


Over 100 life agents attended the an- 
nual convention of the Nebraska Asso- 
ciation of Life Underwriters in Kearney 


last week. Two talks by G. F. Ream, 
field service manager Mutual Benefit, 
featured the convention. Mr. Ream 


gave five essentials for success: An or- 
ganized sales plan, an adequate pros- 
pecting plan, a right working plan, the 
keeping of adequate records and reports, 
and personal enthusiasm of an impelling 
character. In his second talk Mr. Ream 
discussed the essentials to making life 
insurance a real business, touching on 
prospecting and the duties of the agent 


in respect to insurance already sold. 
Legisiation Measures Outlined 


R. C. Harriss, president Nebraska 
Life Manager Association, outlined the 


measures that will be urged upon the 
legislature which meets in January. 
Particular effort will be directed 
towards securing the passage of an 


agents’ qualification law and one which 
will make more difficult the organiza- 
tion of companies which are unable to 
meet present competitive conditions and 
the sale or dissolution of which reflects 


on life insurance as a business in the 
public mind. 

Mrs. Mary A. Fairchild represented 
the insurance commissioner's office. 


She talked briefly on the desirability of 
life companies entering the field of juve- 
nile insurance in Nebraska. At present 
the fraternals alone offer this form of 
coverage, although most midwestern 
states have life companies offering it. 

. B. Summers, Omaha, president, 
talked briefly on the aims and purposes 
of the association and the opportunity 
for constructive work that waits upon 
concerted and cooperative action. 


mand the interview, the instant he 
enters a man’s door. This office sends 
supervisors or agents along to intro- 


duce a new man for a few calls, but 
during this period the new man is a 
compiete cipher in the interview. He is 
placed there to observe. It has been 
found that when men go out on their 
own to close cases themselves they de- 
velop better. 

One office urges the younger agents 
to dwell on thrift plans and older men 
on insurance programs. 





Canadian Life Officers in 
Annual Meet in Toronto 


LITHGOW ELECTED PRESIDENT 


Retiring Head, Moore, Protests Increas- 
ing Burden of Taxation, Considers 
Social Insurance 


TORONTO, Nov. 23.—The annual 
meeting of the Canadian Life Insurance 
Officers’ Association was held here with 
representatives present from most com- 
panies writing life insurance in Canada. 
In his presidential address G. Cecil 
Moore, Imperial Life, protested strongly 
against the increasing taxation against 
life companies. 

He contended that those charged with 
raising public revenues “had determined 
on the plea of necessity deliberately to 
shut their eyes to the injustice of so 
heavily taxing the thrift of hundreds of 
thousands of our citizens.” The protests 
of the life companies, he said, had been 
courteously listened to, and no attempt 
had been made to controvert them, but 
still the companies had continued to be 
a target for taxation. 


Takes Up Secial Insurance 


Pleading for a sound actuarial founda- 
tion for any form of social insurance 
or state or municipal pension schemes, 
he referred to various forms of social 
insurance advocated during the present 
period of unrest, and pointed out that 
some of them, although designated as 
insurance, do not employ any insurance 
principles. 

Regarding the annual 
securities held by the companies, he 
argued against using current market 
quotations in times of either undue de- 
pression or undue inflation. 

Speaking on health questions, Roy 
Fraser, professor of biology at Mount 
Allison University, said that from $150,- 
000,000 to $210,000,000 of the annual 
Canadian loss through disease could be 
saved, as from 50 to 70 percent of dis- 
ease was preventable. 

On the subject of public expenditures 
and taxation, Col. W. L. McGregor, 
chairman of the Canadian Chamber of 
Commerce committee on public finance, 
said that the fact that annual govern- 
ment expenditures in Canada exceed the 
total value of field crops, the nation’s 
largest single source of revenue, showed 
cause for business to make inquiries. 
An unequivocal readjustment in the fed- 
eral, provincial and municipal adminis- 
trative budgets should be made, he said. 


valuation of 


New Officers Are Elected 


Officers elected are: President, J. H. 
Lithgow, general manager Manufactur- 
ers Life; first vice-president, F. S. 
Kumpf, Dominion Life; second vice- 
president, V. R. Smith, Confederation 
Life; past president, G. Cecil Moore, 
Imperial Life; honorary secretary, H. 
W. K. Hale, Sun Life: executive mem- 


bers: C. C. Ferguson, Great West Life; 
W. C. Kennedy, Standard Life; D. E. 
Kilgour, North American Life; A. N. 


Mitchell, Canada Life; E. E. Reid, Lon- 
don Life: W. H. Somerville, Mutual 
Life of Canada; H. D. Wright, Metro- 
politan Life; secretary-treasurer, John 
Appleton, Toronto. 





Pure Protection Cases Argued 


COLUMBUS, O., Nov. 23.—Judge 
Leach in the Common Pleas Court at 
Columbus Monday heard arguments in 
an action to compel the insurance de- 
partment to issue licenses to G. F. Carr 
and A. L. Malott, who, together with 
E. T. Dooley and B. G. Tharp, were 
denied licenses by the department sev- 
eral weeks ago. All four represent the 
Pure Protection Life. Announcement 
was made that suits also will be filed 
in behalf of Dooley and Tharp. Briefs 
will be submitted and the case will come 
up again later in the month. 
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“A Source of Comfort 
Through the Years” 


The Record of a Small Policy 


ie following letter from a Wisconsin 
clergyman illustrates strikingly how 
even a small life policy kept in force may be 
the chief or sole means to security and peace 
in the later years of life: 


“My mind goes back across the years, to 
an afternoon in North Dakota, when a rep- 
resentative of the New York Life came to my 
home and urged me to take out some Life 
Insurance. I believed in insurance but was 
too poor to make a start. I was so short of 
money that the agent had to lend me the 
money for my first premium. My only re- 
gret is that I did not let him make it three 
thousand instead of one, as he wanted to do. 


“Tt has been a source of comfort through 
the years, to have even so small an amount in 
a safe place. Now we are no longer young, 
and have decided to buy a little home. This 
means that we need the small savings the 
New York Life has been keeping for us 
these many years. as 


This is a $1,000 20 Payment Life policy 
issued at age 35. Total premiums paid— 
$766.80. Present cash value, including divi- 
dend deposits, amounts to $1,146.21. Through 
all these years the beneficiary has been pro- 
tected for $1,000. 


A life or endowment policy (but 
not term insurance) is an Insured 
Savings Plan with guaranteed 
values for retirement. 


NEW YORK LIFE 
INSURANCE 
COMPANY 


51 MADISON AVENUE 
NEW YORK, N. Y. 


HOME OFFICE BUILDING 


A TANUTANN ANNAN TONNYONU TON TONU TON TO\UTO\NO\UTO\L/@\La\N el /a\l/e 


~ 
& 
ie 
~_ 


= 
Ve 
is 


ant 


TOWAnAL 


vax! 


ai Yaxivaxtvaxivant 


itva\itvaNt) 


Yay 


= 
y 


maw 


Tatvaxtya 


Ya\avivaxivant 


Ouran 


TAX ax iYaxt vat: 


——— 
uy 


Ya\ 


BATAAN AANA aNtvart 


Tax ivaxivax 


S 
J 


N\ivavitvanl 


WA MMA AMAA 


a\ivavt vey 


uy 


—— 


ax 


Yaxivaxivaxt 


Tax Vax vax vaxt: 


p\ tyatvaxtvarl 


nvanlvax 


“ari 


TS 


Tata vaxivaxl 


ANNA AN Nah VaNiYaNt vai fart ianivaxivat, 

















Business Men’s Assurance 
Makes Conservation Record 


M. C. McKAY IS IN CHARGE 


Company Is Experiencing Greater Re- 
duction in Lapses in 1932 Than 
in 1931 


The Business Men’s Assurance through 
its conservation department under M. C. 
McKay reports having increased its re- 
instatements about 20 percent since 
April, 1930, and to be experiencing a 
greater reduction in lapses in 1932 than 
in 1931. Last year the Business Men’s 
Assurance reduced its lapse ratio 8.5 per- 
cent. 

One letter is sent to the policyholder 
seven days after lapsation and is signed 
by Mr. McKay. The second is sent 22 
days after lapsation, signed by Presi- 
dent W. T. Grant. The second letter is 
the last appeal to let the company help. 

Of 84 of the first letters sent out re- 
cently there were 11 replies and 28 re- 
plies out of 146 to the second letter. 


Letters Left Indefinite 


If no reply is received to the second 
letter and personal calls by the agent are 
unavailing, the case is closed. The let- 
ters purposely are left indefinite. Mr. 
McKay feels that policyholders will shy 
away from a definite proposition made 
during times of stress. The letters are 
of a personal nature, inquiring the cause 
of the lapsation and asking what the 
company can do to make it easier to 
maintain the protection. Care is taken 
not to give the policyholder the impres- 
sion that he is being pressed too closely. 

After the policyholder is heard from, 
then a definite proposition is advanced 
to meet his particular situation. Mr. 
McKay states that about 90 percent 
lapse for lack of funds and 10 percent 
for other reasons. 

In addition, four illustrated letters are 
sent to policyholders in their first year, 
the first 60 days after the policy is 
issued, the second five months after, 
the third eight months and the fourth 
11 months after. This series was started 
in August, 1931. Mr. McKay states that 
in September, 1931, reinstatements made 
direct by mail to the home office in- 
creased 90 percent, and reinstatements 
by salesmen in the field increased con- 
siderably. Home office reinstatements 
are now about 50 percent greater than 
reinstatements in the field. 


Service Calls Vital 


Mr. McKay believes that agents 
should get in touch with the policyholder 
at least once and preferably twice each 
year. A service call by the salesman 
during the last ten days of grace is im- 
portant, he said. More can be done 
toward conservation before than after 
lapsation. 

On the theory that a note is better 
than an automatic loan, the Business 
Men’s Assurance some time ago started 
sending out premium extension notes. 
Out of those applying for loans between 
March and the end of 1931, 22.59 per- 
cent signed notes; 24.77 percent paid 
premiums in cash, and 51.51 percent dis- 
regarded the letter, and the company ap- 
plied the automatic loan; .63 percent sur- 
rendered and .69 percent took extended 
insurance. 

With a letter to loan apnlicants the 
company succeeded in gettin: 15.05 per- 
cent of the number that appl.ed for loans 
from April to December last year to 
borrow less than the first amount applied 
for, and 21.05 percent to borrow none 
at all. Only 63.47 percent borrowed 
the first amount and .42 percent sur- 
rendered for cash. 

An indication of the tone of the com- 
munications to policyholders is this 
paragraph from the second letter sent 
22 days after lapse and signed by Presi- 
dent Grant. “I can think of only one 
reason for your allowing this policy to 
lapse; that is, a shortage of funds at 








Ordinary Life Sales Off 
20 Percent for October 


i 


Ordinary life sales in October wer 
20 percent below those of October, 193) 
according to the Life Insurance Sale. 
Research Bureau. This general decrease 
was experienced in every section of the 
country with but two states, Nevyad, 
and New Mexico, showing increase; 
sales for the month. Although sales are 
below those of a year ago, the volume 
of new insurance sold is an indication 
of the importance being p!aced on life 
insurance protection. With increased 
unemployment and decreased incomes 
experienced by all classes the sales of 
new ordinary insurance averaged over 
$20,000,000 during every working day. 

The figures below give by sections 
and cities the experience in new ordi. 
nary life insurance sales for October 
and for the ten months of 1932: 

Oct., 1932 10 mos., 1939 
Comp. to Comp.to1§ 
mos,, 193] 

Percent 

81 





U. S. total 

New England 
Middle Atlantic..... 
East North Central. 
West North Central. 
South Atlantic 

East South Central... 
West South Central. 


Cleveland 
Detroit 
New York 





Harrison Urges Cincinnati 


Men to Talk Fundamentals 


William H. Harrison, Atlantic Life 
vice-president and _ superintendent of 
agencies, spoke at the November meet- 
ing of the Cincinnati Association of 
Life Underwriters on “Quote the Old 
Story in a New Setting.” 

He urged that insurance men spend 
more time in talking and thinking of 
the fundamentals of the business and 
not, as in the years from 1922 to 1929, 
be part time salesmen of life insurance. 
He said that during this period because 
money was so easy to get, life under- 
writers generally devoted only a part 
of their time to the business. Now, 
however, the life underwriter must de- 
vote more time to selling life insurance 
and to prospecting. He particularly 
stressed prospecting because he says 
there is less sales resistance now to life 
insurance but it is harder to find a pros- 
pect. 

“Whispering” came in for its share 
of hard knocks by Mr. Harrison, who 
says that this form of salesmanship is 
“digging under the foundations of life 
insurance itself and destroying public 
confidence.” 

Mr. Harrison says: “At the time 2 
man bought life insurance which he 
now carries he was sold on the value o! 
insurance on two points—one, protec- 
tion; two, as an emergency fund (cash 
values). Do not destroy this state of 
mind of the man by twisting his policy.” 

Life underwriters were urged to do 
three things: 1, to select their prospects 
carefully and intelligently. Particular 
emphasis was laid upon the fact that 2 
man must have money in order to buy 
life insurance as well as pass a physical 
examination, etc.; 2, to have a planned 
or organized arrangement of their time, 
and not to waste time; 3, to so organize 
interviews as to get the most out ol 
them. 


—— 








this time. Many of us have to trim ou! 
expenditures at times because of ten 
porary difficulties. Can we help you ™ 
some way to reinstate your policy now’ 
It will surely prove a blessing to you 
later. Let us help you put your policies 
back in force and continue your protec: 
tion. You will rest easier and we W" 
always find a similar way to help yo 
should other difficulties arise later om 
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Life Business Did 
Not Need “Saving” 


George K. Sargent Resents Impli- 
cations That Government Aid 
Was Necessary 


MUTUAL LIFE MEN MEET 


Possibilities, Use of Annuities Stressed 
by Maclean—Bragg, Simon and 
McNamara Talk 





NEW YORK, Nov. 23.—Life insur- 
ance was not “saved” by help from the 
federal government and it is unfortunate 
that such implications were made in the 
recent presidential campaign, George K. 
Sargent, vice-president and manager of 
agencies Mutual Life of New York, de- 
clared in his talk at the Mutual Life’s 
annual metropolitan field club conven- 
tion here last week. 

Mr. Sargent quoted from a letter 
written in reply to a policyholder who 
had inquired if the Mutual Life had bor- 
rowed from the Reconstruction Finance 
Corporation. After stating that none of 
the larger companies had borrowed from 
that institution, Mr. Sargent pointed 
out that it is no reflection on any 
company to have borrowed money from 
the corporation, as the type of collateral 
required is an indication of the strength 
of a company’s holdings rather than a 
sign of weakness. The present practice 
of designating R. F. C. borrowers by 


name has allayed doubts as to the 
amount of borrowing that was being 
done by life companies, he said, as 


under the former plan all insurance com- 
panies, life, fire, or casualty, were 
grouped together, and there was no 
way of knowing how much was being 
borrowed by each type of company. 
Cheering Evidence of Recovery 


One of the most cheering evidences 
of recovery, Mr. Sargent said, is the 
plans being made to forestall future de- 
pressions. The country has become “de- 
pression-educated,” and is coming to in- 
terest itself in the workings of these 
cyclical convulsions. 

Life insurance, he said, has come 
through the storm with nothing worse 
than “a little paint knocked off the 
boat.” There has been no damage to 
the capital structure. Gains from in- 
terest income have been reduced, gains 
irom mortality have suffered because of 
suicide and the mounting accident rate, 
and savings on expenses have been less 
because of unusual expenses, such as 
foreclosures. This is virtually all that 
life insurance has suffered from the de- 
pression. 

J. B. Maclean, associate actuary, 
urged agents to study the annuity con- 
tracts with a view to recommending 
the one best suited to the client’s in- 
terest. He pointed out that the choice 
of a refund contract, or one with a spe- 
cited number of “years certain” is often 
foolish if there are no dependents to 
leave the money to after death of the 
annuitant, and if there are such depen- 
dents these “years certain” are usually 
less satisfactory than life insurance to 
accomplish the desired end. 

fe demonstrated the wisdom of 
agents being familiar with the possibili- 
ties of annuity combinations, by which 
a survivorship annuity may be reduced 
at the death of one of the annuitants, 
thus allowing a larger income during 
their joint lives and reduced payments 
later in line with the reduced expense. 

Referring to life insurance as “the 
only depression-proof emergency fund.” 
- E. Bragg, director New York Uni- 








Will Give Address 











W. A. TARVER 


Insurance Commissioner W. A. Tarver 
of Texas, who was recently elected 
president of the National Convention of 
Insurance Commissioners, will be one of 
the chief speakers at the annual meeting 
of the Association of Life Insurance 
Presidents, his subject being “Human 
Problems of Insurance Supervision.” 


versity’s life insurance training course, 
said that while man was “born to die, 
life insurance is organized to live,” 
pointing out that life insurance is the 
only contract that will provide monthly 
income when a man retires. He urged 
agents to spend more time studying in- 
come options. 

Leon Gilbert Simon, Equitable Lie 
of New York business insurance expert, 
called attention to the wealth of oppor- 
tunity for the sale of business life in- 
surance in amounts of $5,000 or $10,000. 
Concentiation of efforts in the field of 
larger cases has left this group of pros- 
pects largely untouched, he said. He 
quoted figures on persistency to show 
that business insurance shows a more 
favorable lapse record than personal 
policies. 

C. McNamara, Jr., general agent 
Guardian Life of New York, gave an 
inspiring and practical talk on pros- 
pecting in 1932-33, and R. E. Myer, 
agency inspector of the Mutual Life, 
spoke on the company’s new advertis- 
ing literature for its agents. Manager 
Julian S. Myrick made the address of 
welcome at the beginning of the session 
and conducted the afternoon meeting. 


John Hancock Is Not to 
Change Dividend Schedule 


The John Hancock has informed its 
general agents definitely that there will 
be no change in its dividend schedule 
for 1933. This action had been gener- 
ally anticipated, but the company did 
not make a definite announcement until 
this week. 





Chicago for I. A. C. 1933 Meet 


Confer- 
1933 


The Insurance Advertising 
ence has selected Chicago as its 
meeting place. 

The usual meeting of the executive 
committee will be held Dec. 5 at the 
Hotel Pennsylvania in New York at 
which time the date of the annual meet- 
ing will probably be decided. 

It is hoped that the meeting can be 
held at a time that will permit members 
of the conference to attend sessions of 
the National Association of Life Under- 
writers and the National Association of 
Insurance Agents. 
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We Are Thankful 


.. . that there is a renewed confidence in 
America and American ideals. 


. . « that throughout the stress and storm of 
the past few years this Company has kept 
steadily to its course and made performances 
exceed promises. 


. . . that the Midland Mutual Life Insurance 
Company holds a strong financial position in 
the life insurance field. 


. . « that policy holders and representatives 
of this Company are always steadfast friends 
who realize that conservative management is 
very much worth while. 


. . . that dividend schedules have been main- 
tained. 


. . « that the future holds even brighter pros- 
pects than the past. 
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Midland Mutual Life 


Insurance Company 
Columbus, Ohio 
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Commissioner Geo. P. Porter 
Loses in Montana Election 





IS DEFEATED BY HOLMES 


After Winning in Primary Goes Down 
in Landslide—New Official General 
Agent 


P. Porter, state auditor and 
insurance commissioner of Montana, 
went down in defeat in the election. 
He received a large vote in the prima- 
ries but in the landslide he was defeated 
by J. J. Holmes of Great Falls, Mont., 
genera! agent for the Minnesota Mu- 
tual Life, a man of considerable ability 
and acquaintance. Mr. Porter was for- 
merly city treasurer in Missoula, Mont. 
He has been insurance commissioner 
for many years. 

Mr. Holmes has had a varied and in- 
teresting business and insurance record. 
He is a most popular figure in the Min- 
nesota Mutual organization. He has 
attended several agency conventions of 
that company and one year, when he 
was on the program, he made a great 
hit with a witty and inspirational talk. 
As a result of his appearance on that 


George 





Rogers” of the Minnesota Mutual field 
force. 

From 1900 to 1904 Mr. Holmes was 
clerk and bookkeeper in the general 
merchandising firm of Fitzgibbons & 
Sons in Ireland. Then for three year: 
he was bookkeeper with another firm in 
Ireland and in 1907 came to the United 
States and for a year was salesman for 
the Fourteenth Street store in New 
York City. Then for a year he was a 
salesman for the Golden Rule store in 
St. Paul. For two years Mr. Holmes 
was a bookkeeper for the Anaconda 
Copper Mining Company at Great Falls, 
Mont., and from 1911 to 1917 repre- 
sented the Northwestern Mutual Life 
in Montana. He spent two years in 
the army and then became registrar in 
the water department at Great Falls, 
Mont. From 1927 to 1932 he has been 
general agent for the Minnesota Mutual. 

Inasmuch as South Dakota was swept 
in the Democratic landslide, Commis- 
sioner Horswill will doubtless be cata- 
pulted out of the state house when his 
term expires next July. 


Finley Is President’s Speaker 


NEW YORK, Nov. 23.—Dr. John H. 
Finley, associate editor of New York 


“Times,” will talk at the Association of 





Life Insurance Presidents’ annual con- 


Dr. Finley has had a distinguished 
career in both educational and journalis- 
tic work. He was formerly president of 
Knox College, College of the City of 
New York and University of the State 


tof New York. He was at one time edi- 


tor of “Harper’s Weekly” and also a 
professor at Princeton University. He 
has also been active in the Red Cross 
and welfare work. 


Jeffery Elected President 


LONDON, CAN., Nov. 23.—J. Edgar 
Jeffery, solicitor for the London Life 
for more than 35 years, and a member 
of the board since 1918, has been elected 
president succeeding the late J. G. Rich- 
ter. He is a son of the late Joseph 
Jeffery, the company’s first president, 
and a brother of a former president, 
Dr. A. O. Jeffery. E. E. Reid, man- 
aging director, has been elected a vice- 
president. J. E. Smallman, son of the 
late T. H. Smallman, who was one of 
the founders of the company, has been 
elected a director. 


Temporary Injunction Ended 

The Mutual Benefit Life and nine 
other companies may now proceed with 
litigation in Delaware and New Jersey 
to cancel policies amounting to $1,000,- 
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occasion, he was christened the “Will | vention in New York City Dec. 8-9. 


000 on the life of the late William y 
Baker, who was president of the Mer. 
ritt-Chapman & Scott corporation. The 
appellate division of the supreme 
of New 
junction 
and the 
ceeding. 

Baker took out the policies in the {aj 
of 1931 and died last May. The com- 
panies brought the suits in Delaware 
and New Jersey to cancel the policie 
on the ground that Baker had concealed 
his true physical condition. The jp. 
junction had been obtained in the lowe; 
court by the Merrit Chapman corpora. 
tion. 


sf Court 
York ended a temporary jp. 
restraining the Mutual Benes 
other companies from so pro. 


Has Home Office Inspectors 





Mutual Life of Baltimore Has Gotten 
Its Business on a Basis 


of Quality 





The Mutual Life of Baltimore has es. 

tablished home office inspectors at every 
strategical point where it does busi 
ness, being entirely independent of its 
producing forces. Thus every applica- 
tion 1s passed on by a salaried man re- 
porting direct to Baltimore. In _ this 
way the company has cut out a lot of 
drift wood. It has naturally cut down 
its debits but it has reduced its lapse 
percentage and has gotten on a quality 
basis. It has consolidated some debits 
Owing to the home office attitude in de- 
siring to keep its business on an un- 
inflated basis, the agents are getting 
policyholders of a more permanent char- 
acter. The officials decided to look 
facts squarely in the face. They saw 
it was useless to drive agents to pro- 
duce when the paying business was not 
at hand. Industries are hard hit and 
there is a vast army of unemployed. 
Therefore the Mutual Life has squared 
its operations with existing conditions. 
As a result it will close the year on the 
upgrade. 
_ Much of the credit for the new pol- 
icy and revamping of methods can be 
given to Vice-president L. P. Rock, 
head of the agency department. 

R. O. Wehrheim, former agency di- 
rector, is now manager of the new 
“South” district in Baltimore. R. P 
Smith, formerly manager of the com- 


, pany at New Orleans, is assisting Mr 


Rock and is doing much work in the 
field. Assistant Secretary Loueree, who 
is an important cog in the home office 
machine, makes a visit once a year to 
every office. 


Confer on Farm Relief 


H. S. Nollen, president Equitable Life 
of Iowa, in addressing the ninth district 
farm bureau meeting at Red Oak, Ia, 
said that the life insurance companies 
“are doing everything possible to help 
worthy farmers carry on.” 

A plan to prevent foreclosures 
farms operated by reliable men was pre- 
sented. Under the proposal, a local vol- 
untary council will conduct hearings 
and present a solution for each ind 
vidual case. 

Commissioner E. W. Clark of lowa 
also spoke on the proposed plan, which 
is said to have the favor of bankers, i- 
surance men and farm _ organizers 
throughout the central states. 


Nebraska Hearing Nov. 29 


LINCOLN, NEB., Nov. 23.—A heat- 
ing will be held Nov. 29 on the protests 
of foreign life and casualty companies 
against the ruling of Commissioner 
Herdman that they owe for 1931 a * 
percent tax on all reinsurance premiums 
and dividends to policyholders. Attor- 
ney General Sorensen, upon whose op!t- 
ion the demand for payment was based. 
preferred to let the matter rest until 
his successor takes hold, but Commis- 
sioner Herdman insisted that as the 
courts will eventually have to pass 
the question, there should be no further 


or 








delay in holding the hearing. 
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Hobbs Seeks Right to Limit 
Company Officials’ Salaries 





TOPEKA, KAN., Nov. 23.—Com- 
missioner Hobbs may ask the legislature 
for authority to designate reasonable 
salaries for insurance company officials. 
~ “Some of the companies operating in 
Kansas have had difficulties in meeting 
their obligations,” said Mr. Hobbs, “but 
[ do not find as many instances of econ- 
omies in salaries among the officials of 
these companies as seems to me to be 
proper. For instance, I know of a com- 
pany which was paying its president 
36,000 a month but which delayed for 
four months making a policy loan for 
$1,500. The company made all sorts of 
excuses for not advancing the money, 
but it paid the salaries of its officers 
promptly and without reductions. : 

“I don’t know that the state ordi- 
narily ought to have such plenary 
powers as this, but when the companies 
fail or neglect to handle the business 
themselves as they should, then it seems 
to me that the state ought to be per- 
mitted to take a hand.” 


Illinois Chamber Standing 
Committees Are Appointed 





The personnel of the insurance com- 
mittee of the Illinois chamber of com- 
merce, of which John H. Camlin of 
Rockford is chairman, is announced. 
The secretary of the committee is J. T. 
Meek of Chicago. 


The members are Henry Abels, 
Franklin Life of Springfield; W. N. 
Achenbach, Aetna; H. A. Behrens, 
Continental Casualty; C. H. Burras, 


Joyce & Co.; R. Hill Carruth, Fidelity 
& Deposit; C. M. Cartwright, THe 
NATIONAL UNDERWRITER; Fred M. Gund, 
Crum & Forster; John C. Harding, 
Springfield F. & M.; E. A. Henne, 
America Fore companies; H. B. Hill, 
Abraham Lincoln Life; James S. Kem- 
per, Lumbermen’s Mutual Casualty; 
Emmet May, Peoria Life; S. E. Moi- 
sant, local agent at Kankakee; N. M. 
Newburger, Newburger & Co.; Harold 

O’Brien, Lincoln Fire; Ernest 
Palmer, Chicago Board; J. C. Peasley, 
Bankers Mutual Life; Paul W. Picker- 
ing, Illinois Casualty; W. P. Robertson, 
North America; F. H. Rowe, American 
Bankers; F. J. Sauter, Aetna; G. B. 
Sedgwick, Great American; Chase M. 
Smith, National Retailers Mutual; Aug- 
ust Torpe Jr., August Torpe, Jr. & Co.; 
Walt Tower, Chicago Life Underwrit- 
ers Association; R. W. Troxell, local 
agent of Springfield; R. E. Vernor, 
Western Actuarial Bureau; George D. 
Webb, Conkling, Price & Webb; T. B. 
Webber. Massachusetts Mutual Life; 
. A. Williams, Country Life; J. R. 
Wilson, Marsh & McLennan. 


Now Operate in Chicago 

The Continental Mutual Benefit As- 
sociation, formerly of Springfield, III, 
and chartered in 1927, has moved to 
Chicago and is selling a $1-a-month 
31,000 life policy. An accident clause 
is included, giving a benefit equal to 
death benefit in case total and perma- 
nent disability lasts 24 months. C. T. 
Younkers is president of the manage- 
ment corporation and F. L. Younkers 
secretary. The Continental Mutual is 
an assessment concern. The policy 
carries no non-forfeiture, cash or loan 
values. According to President Youn- 
kers there is an old age provision. The 
management concern is also state agent 


lor the Income Guarantee of Niles, 
Mich, 


To Report on Interlocking 


nae committee appointed at the 
dallas meeting to consider the papers 
ot Commissioners Olsness of North 


akota and Thompson of Missouri on | 


= evils of interlocking investments and 
rectorates of stock insurance compa- 





nies and the remedy, will make its re- 
port at the December meeting of the 
commissioners in New York. Commis- 
sioner Brown of Minnesota is chairman 
of this committee. 

President Tarver has written to 
President-elect Roosevelt to bring a 
message to the commissioners’ meeting, 
but there is little likelihood that he will 
be there. 


Missouri State Race Close 


The latest returns of the Missouri 
State Life election contest show A. H 
Frazer, Austin, Tex., and J. Q. Adams, 
Pueblo, Colo., in the lead for the presi- 
dency. However, several other dark 
horses are very close up and may put 
on a final spurt to win. To count finally 
the business produced during the con- 
test must be paid for by December 15. 





Nagle Named at Kansas City 


H. E. Nagle has been appointed gen- 
eral agent in Kansas City, Mo., for the 
Federal Reserve Life of Kansas suc- 
ceeding Jack Keenan, who has resigned. 
Mr. Nagle is new to the insurance busi- 
ness but he attended one of the man- 
agers’ schools at Northwestern Univer- 
sity conducted by the sales research 
bureau. 





Life Insurance Selling Not 


Like That in Fire, Casualty 





Claris Adams, executive vice-president 
American Life of Detroit, speaking to 
the Detroit Association of Insurance 
Agents on “What Life Insurance Offers 
to the Fire and Casualty Agent,” said 
that some general insurance agents had 
been very successful in the life field, 
while others have been disappointed in 
the result. He pointed out that life in- 
surance selling is a very different busi- 
ness from the sale of fire and casualty 
insurance. 

“Life insurance,” he said, “can not be 


sold over the telephone as much fire 
insurance is sold. Personal contact is 
essential. In life selling you must sell 


the need for the insurance and the de- 
sire for it, as well as the insurance it- 
self. You must know the various types 
of policies, so that you may select the 
one best fitted to each prospect's needs.” 





Missouri. Fraternal Elects 


Harry J. Wuenneberg, treasurer 
Catholic Knights of America, was 
elected president of the Missouri Fra- 
ternal Congress at its annual meeting 
in St. Louis. Mrs. Lillian Cook, Wood- 
men Circle, is vice-president; G. H. 
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Beccard, National Union Assurance, 
second vice-president; Joseph Redding- 
ton, Security Benefit Association, secre- 
tary, and Paul J. Leyhe, Aid Associa- 
tion for Lutherans, treasurer. 


National Trustees Meet 


\ meeting of the trustees of the Na- 
tional Association of Life Underwriters 
will be held in New York the week of 
the annual sessions of the Association 
of Life Insurance Presidents, probably 
the Saturday following. 


O. W. Mielke on Board 


Otto W. Mielke, president of Blake, 
Moffit & Towne of San Francisco, was 
elected to the board of the Oregon Mu- 
tual Life to fill the vacancy caused by 


the resignation of E. H. Geary, vice- 
president Central National Bank of 
Oakland, Cal. 


New C. L. U. Chapter 
L. D. Somers has been elected presi- 
dent of the newly organized Rochester, 
N. Y., C. L. U. chapter. The vice-presi- 
dent is F. J. Witherspoon and secretary 
is Miss Ellen M. Putnam. 


Keep your name in the public eye with 





National Underwriter Calendars 
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ORGANIZED SELLING METHODS 


have produced the following improvement for the 
“Man on the Street’. who has used the Methods 


months.....1 sale in 9 interviews 
For over 6 months. 1 sale in 7 interviews 


A 29% IMPROVEMENT 


THE MINNESOTA MUTUAL LIFE INSURANCE CO. 


Saint Paul, Minnesota 
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The Militant Annuity 


The production equivalent of annuity pre- 
miums, when included in agency production 
bulletins, lessens the number of depressing 
minus signs, of Agencies and individuals, and 
minimizes the figures of those that remain. 
Further, if the total of annuities carried by the 
companies were coupled in newspaper reports 
with the one hundred and nine or ten insur- 
ance billions we rightfully boast about, a still 
more impressive picture of the magnitude of 
life insurance service would be seen by the 
public. 


Annuity contracts, with cash values,—their 
yield comparable to that of high grade bonds, 
and their principal as safe as government 
bonds,—now have a secure place in the “‘invest- 
ment portfolio” of the public. And after the 
stock market has again begun to lure, they will 
continue to supplement,—but, of course, should 
never be willingly permitted by the Agent to 
supplant,—our pure insurance contracts. 


— —§-——— 


THE PENN MUTUAL LIFE INSURANCE COMPANY 


WM. A. LAW, President 


Independence Square PHILADELPHIA 

















The Road Ahead 


The success ahead of a life insurance 
salesman depends upon five definite 
things— 

1. Himself 
His field 
His policy contracts 
His contract 
His company 


All of these are equally important. If all are 


good, success can be predetermined. 


To the man who possesses the right quali- 
fications, we will supply the other requisites of 
the right field, the right policies, the right con- 
tract, with the right Company. 


@For information address: 
A. R. Perkins, Agency Manager 


JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


JULIAN PRICE, President 
Greensboro, North Carolina 


Home Office 








Illinois Life Situation Is 
Heard in the Federal Court 


(CONTINUED FROM PAGE 4) 


twisting of Illinois Life business has re- 
sulted, the bill declares. 

The capital setup of the Illinois Life 
until recently, according to the Layton 
bill, consisted of 40,000 shares of $100 
par value each or a total capitalization 
of $4,000,000. On Oct. 31 of this year, 
according to the bill, steps were taken 
to reduce capital from $4,000,000 to $1,- 
000,000 by changing the par value of the 
40,000 shares to $25. The Layton bill 
declares that certificates representing 
shares on the new par value have not 
been issued. 

The Layton bill contends that unless 
the court takes jurisdiction, creditors 
will come into different courts, a multi- 
plicity of suits will be started, a race for 
preference and attempts will be made 
to secure priorities and attachments and 
levies will be made upon the property 
of the Illinois Life. The appointment 
of a receiver is asked to operate the 
company and the granting of an injunc- 
tion is asked against the levying of ex- 
ecutions, attaching or intermeddling in 
the business of the Illinois Life. 


Another Bill Filed 


The second bill was filed by Attorney 
Roy D. Keehn, publisher of the Chicago 
“Evening American,” in behalf of Eliza- 
beth Wharf of Vincennes, Ind. This 
bill alleges that Mrs. Wharf and her 
husband are policyholders and have 
been trying to borrow $15,000 on their 
policies since last June without success. 
E. C. Wharf is general agent tor the 
Illinois Life at Vincennes. 

The Wharf bill alleges that income 
from interest on mortgage loans de- 
clined from $700,000 to $590,000 in 1931 
and to $288,000 for the first ten months 
of this year; interest on bonds from 
$775,000 to $174,000 so far in 1932, and 
renewal premiums from $4,400,000 to 
$3,000,000. Demands for policy loans ac- 
cording to the bill, now total $619,000, 
for surrender values $236,000 and death 
claims $98,000. 

Attorneys in the Layton case contend 
that since the Wharf suit is brought by 
an unsecured creditor, the court can’t 
appoint a receiver without the [Illinois 
Life’s consent. 


R. F. C. Represented 


The Reconstruction Finance Corpora- 
tion was represented at the hearing by 
Attorney Thomas Marshall. The Illi- 
nois Life has received $1,100,000 in loans 
from the R. F. C. A request for a third 
loan was made and an audit has been 
in progress for some time to determine 
whether it should be granted. The 
question arose whether it would be wise 
to make further loans, since the money 
thus obtained would likely go to meet 
cash demands and if a receiver were 
appointed at a later date, the people who 
had received these loans and cash sur- 
render values would be in the position 
of preferred creditors. 

The Illinois Life is reported to be 
running behind $200,000 a month, that 
is, it is not able to meet all its demands 
by that amount. It is reported to have 
about $4,000,000 of discountable paper 
and securities. If another loan were 
obtained, that would merely pay the ac- 
cumulated demands and the Reconstruc- 
tion Finance Corporation would then 
have to guarantee the company for a 
year, which would leave it in the same 
position in which it now finds itself pro- 
vided the loans and surrenders keep up. 
By that time the Reconstruction cor- 
poration would have all the liquid as- 
sets. 

Some time ago the Illinois Life board 
of directors was reorganized as part of 
the program to save the day, if possible. 
Among the directors are R. W. Stevens, 
president, and John F. Williams, vice- 
president of the Illinois Life; Robert D. 
Lay, president of the National Life, U. 
S. A.; Calvin Fentress, well known in- 
vestment man; Rawleigh Warner, Pure 
Oil Company; Samuel M. Hastings, 








Individual Increases in 
Life Sales Encouraging 


| 


A. P. Johnson, who has been map. 
ager of the Detroit metropolitan agency 
of the Great-West Life of Wi innipeg 
since Sept. 1, showed a 270 percent in. 
crease in paid business in his first month 
and in October showed a 630 percent 
increase over the month previous to his 
taking charge. This exceptional record 
was achieved without increase in agency 
force. The agency has recently moved 
to 1512 Union Guardian building. Mr. 
Johnson was formerly manager of De. 
troit Life’s Detroit city agency. 

* * * 

James H. Cowles, Los Angeles gen. 
eral agent Provident Mutual Life, re. 
ports a 12 percent gain in paid business 
for the first nine months of 1932. 














manufacturer; Paul Steinbrecher, teal 
estate broker, and J. ‘C. McCord. 

The Illinois Life embarrassment came 
from its large investment in bonds of 
the Stevens Hotel and the Hotel La. 
Salle. It was the Stevens Hotel, how- 
ever, that caused the greatest dismay. 
Many years ago when the Hotei La. 
Salle was organized by James W,. 
Stevens, who was then president of the 
Illinois Life, and his associates, there 
was considerable criticism of the com- 
pany for putting so much money into 
that enterprise. It was predicted that 
the Hotel LaSalle would be a 1tosing 
venture. However, it proved to be a 
very profitable hostelry. All the obli- 
gations were paid off and it was earn- 
ing about $200,000 a year profit. 

The Illinois Life was also a profitable 
institution. Its insurance is high rated, 
it had a hard hitting organization in its 
home state and it was going ahead in 
magnificant style. The Stevens Hotel 
was promoted when things were on the 
upgrade. It involved a huge _invest- 
ment. It can be stated that President 
R. W. Stevens was very emphatically 
opposed to involving the Illinois Life 
in the Stevens Hotel. He and the junior 
officers fought the proposal with all 
their might. 


Hotels in Receivership 


Then came the depression. The Hotel 
LaSalle had to be mortgagea to help 
out the Stevens Hotel. The Stevens 
Hotel was not able to meet its in- 
terest obligations. It is an expensive 
property. Both it and the Hotel La- 
Salle were placed in the hands of re- 
ceivers. So long as the hotels were 
paying interest on their bonds _ they 
could be carried at par value. When 
they defaulted, however, it naturally 
was a severe jolt to the Illinois Life. 
The Illinois Life has been a conspicu- 
ous company because of the acrivity ol 
James W. Stevens, who was president 
and later chairman of the board, and his 
two sons, R. W. Stevens, the present 
president, and Ernest J. Stevens, man- 
ager of the hotels. James W. Stevens 
and his brother started the Charles A. 
Stevens & Bros. department store and 
organized the Stevens Borthers Cor- 
poration, which owns the Stevens’ store 
building, Columbus Memorial bui!ding 
and perhaps others. All these, however, 
are now in receivers’ hands. 


Good Agency Plant 


The Illinois Life started as an assess- 
ment company. It was dragging along. 
It had about petered out with a num- 
ber of death claims unpaid. James W. 
Stevens took hold of it, paid off the ob- 
ligations, put it on a business basis and 
started it on the highway to success. 
His brother, E. D. Stevens, was made 
secretary and Major Hombleton, who 
was an alderman in Chicago, was gem 
eral manager. Fire and ginger were in- 
jected into the enterprise and it was re 
organized as a legal reserve company. 
Today had it not been for the Stevens 
Hotel obligations, the Illinois Life > would 
be riding along in wonderful shape. 

At one time it had one of the greatest 
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y organizations in the central west 
had at the strategic points men of 
peculiar distinction and personality. It 
built its home office building at 1200 
Lake Shore Drive, which is an artistic 
and impressive structure. It added 
much to that neighborhood because it 
was a building of dignity and charm. 

Because of its hotel affiliations and 
the fact that it owned a large block of 
stock of the Central Republic Bank of 
Chicago, which went down sharply in 
price, there has been practically a run, 
so to speak, on the Illinois Life for the 
last two years. Many competitors took 
advantage of its plight and advised 
people to cash in their policies or get 
loans. It soon found itself in a position 
where it had to hold back on its pay- 
ments. This, however, has only been 
during the last eight months. It has 
secured from ithe Reconstruction Fi- 
nance Corporation $1,100,000. It has 
considerable investment in farm mort- 
gages and has had to take over some 
farms under foreclosure. Therefore, its 
assets were not in a fluid state. Its cur- 
rent income has not been sufficient to 
meet its expenses and the extra de- 
mands because of abnormal surrenders 
and loans. 

Insurance Superintendent H. W. 
Hanson of Illinois took a hand in the 
effort to help the company and had all 
the hotel equities of the Stevens’ family 
turned over to the Illinois Life. He be- 
came trustee for the majority of the 
stock and has an irrevocable proxy run- 
ning for six months. Superintendent 
Hanson and the Reconstruction Finance 
Corporation brought about the change 
in directorate. They ordered the com- 
pany to cease business in all states ex- 
cept Illinois and to write in its home 
state only in a very limited way. All 
salaries were cut two-thirds and many 
employes were let out. Economies were 
put into effect in every direction. 

When the Illinois Life made its most 
recent application for an additional loan 
from the Reconstruction Finance Cor- 
poration it was agreed to make the loan 
to the company providing a new board 
of directors would be appointed and 
placed in charge. When this was done 
the new board decided to have the com- 
pany cease writing business in all the 
states in which it was licensed except 
Illinois. Another company has con- 
tracted with most of the former Illinois 
Life men in these states. One of the 
petitions for a receiver criticises the 
present management of the Illinois Life 
for not keeping its agency force in the 
states other than Illinois intact, but as 
a matter of fact the present management 
of the company has ceased writing in 
every state except Illinois under the 
direct instructions of the new board of 
directors. 
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Want No Entangling Alliances 


The officials of the Sun Life of Balti- 
more have agreed among themselves 
that no one of them shall be a director 
of any other business enterprise or in- 
volve the company in a deal in which an 
officer may be financially interested. It 
is the aim of the officials to keep the 
Sun Life free from all entangling alli- 
ances. The company is owned by two 
families, the Rothschilds and 
M. Rothschild, the president, is one of 
the founders. Chas. F. Diehl, second 
vice-president, is also, a founder. S. 
Rothschild, vice-president, is a brother 
of the president. Vice-president Roths- 
child has two sons who are officials. 
Secretary Felix Rothschild and S. Z. 
Rothschild, third vice-president and 
actuary. Mr. Diehl’s daughter, Miss M. 
N. Diehl, is assistant secretary. It is 
a harmonious business family that man- 
ages this company. 


League of Insurance Women Meets 


Miss Alice Lakey of Newark, editor 
of “Insurance,” has announced that the 
next meeting of the League of Insurance 
Women will be held at the Waldorf-As- 
toria, New York, Dec. 1. 


Diehls. | 








Home Life Reduces First 
Quarter Dividends 20% 








The Home Life of New York has an- 
nounced its dividend apportionment for 
the first three months of 1933 on the 
basis of 80 percent of the 1932 schedule. 

In accordance with the company’s 
usual practice, action for the balance of 
1933 will be taken at the January board 
meeting. The interest rate on funds 
left with the company remains un- 
changed, 4.5 percent being paid on divi- 
dends left on deposit and 4.6 on pro- 
ceeds of payments held under settlement 
options. 

In its announcement the company 
points out that it was deemed best to 
take this action in reducing the dividend 
schedule in order to maintain its already 
strong position, but that a readjustment 
back to the full schedule will be made as 
soon as a restoration of normal condi- 
tions has warranted this action. 


Hartford Companies Cooperate 


The 41 insurance companies in Hart- 
ford for more than a year and a half 
have been carrying from 20 to 35 per- 
cent more employes than necessary, 
according to Charles B. Whittelsey, ex- 
ecutive vice-president of the Hartford 
chamber of commerce. He reported by 
request of the United States Chamber 
of Commerce on job sharing in Hart- 
ford. Insurance companies, Mr. Whit- 
telsey stated, have not dispensed with 
any more help than they would turn 
over in normal times. “Hartford em- 
ployers,” he said, “have used every 
known method to operate with as many 
employes as practicable and have stag- 
gered their work in an effort to place 
more people in positions. 


Klein, Dingman, Riley to Speak 


“Factors in Recovery” will be the 
subject of Dr. Julius Klein, assistant 
secretary of commerce, when he speaks 
at the New York Life Underwriters As- 
sociation’s dinner meeting Dec. 6. Dr. 
H. W. Dingman, vice-president and 
medical director Continental Casualty 
and Continental Assuance of Chicago, 
will speak on “Cooperative Underwrit- 
ing,” and Commissioner G. D. Riley of 
Mississippi on “The Life Insurance 
Agent—Then and Now.” 


Gamble Heads Southern Group 


Seneca M. Gamble of the Volunteer 
State Life of Chattanooga has been ap- 
pointed chairman of the southern round 
table of the life group of the Insur- 
ance Advertising Conference by K. H. 
Mathus, vice-president of the conference 
and chairman of the life group. The 
round table meeting will be held in the 
spring at a date to be announced later. 


Akron Institute Growing 


The 1932-33 Life Insurance Institute 
sponsored by the Akron, O., Managers 
Association, is off to a flying start. The 
enrollment has grown so that a larger 
classroom has been engaged for the re- 
mainder of the term. The percentage of 
agency executives has increased, which 
apparently indicates that the longer a 
man has been an underwriter the more 
he realizes the necessity for a close 
study of the structure and development 
of the institution of life insurance. 
Earle Brailey is instructor. 


World Fair Trip Given 


The General Mutual of Van Wert, 
O., is offering to pay the expenses for 
three days to the Chicago world fair 
next year of those agents who produce 
$100,000 full paid business during the 
present agency year. The slogan is: 
“Produce a century of thousands to see 
a century of progress.” 





IT MAY MEAN DISASTER! 


If you have a prospect who insists 
upon “waiting a while” before pro- 
tecting his family, tell him the facts. 


Tell him how his premium 
rate may increase over- 
night. 


Picture to him the tragedy 
awaiting his wife and 
children if he is suddenly 
taken from them before 
he acquires adequate pro- 
tection for them. 


Fate strikes swiftly! 
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Rockford Life Has a Message for You 


It Concerns Contract Direct 


With The Company 


SEND ME THE MESSAGE 


President F. L. Brown 
Rockford Life Insurance Co. 
Rockford, Illinois. 


Dear Sir: 























THE NATIONAL UNDERWRITER 





November 25. 














a 
THE NATIONAL UNDERWRITER 


LIFE INSURANCE EDITION 











Published every Frida 
Sesinseti and New 
GEMUTH, Secretary; HOWA) 


ork. 


PUBLI' 





NER THORP. JR., Di 


by THE NATIONAL UNDERWRITER COMPANY, Chic: 
EDWARD ali WOHLGEMUTH, 

RD RRIDGE, Vice-President 
Ww. A SCANLON, GEORGE C. ROEDING and O. E. SCHWARTZ Associate 


C. M. CARTWRIGHT, Managing Editor 
LEVERI NG CARTWRIGHT, Ass't Managing Editor 


NK A 
ARLES BD SPENCER, Associate Editor 
DALE R. SCHILLING, Associate Editor 


TION orice Tg be Insurance Exchange, CHICAGO. Felepbees Wabash 2704 
CINCINNATI Bin & Fourth St, Tel. Parkway 2140. RALPH E. RICHMAN, Manager 


pe | OHN F. WOHL- 
al Manager; 
Managers 


jate Editor 








Leis Service Dept. . 





ia YORK OFFICE 
803-123 William St., Tel. Beekman 3-3958 


EDITORIAL DEPT. 
GEORGE A. WATSON, Associate Editor 
R. B. MITCHELL, Assistant Editor 


BUSINESS DEPT. 
NORA VINCENT PAUL, Vice-President 
W. J. SMYTH, Resident Manager 
ALBERT S. CUTLER, Manager Industrial Dept. 





DES MOINES OFFICE 
627 Insurance Exchange 
R. J. CHAPMAN, Resident Manager 


1015 TR EWA Bidg., Tel. Randolph 3994 


Entered as Second-class Matter June 9, 1900, at Post Office at Chicago, Ill., Under Act, March 3. 187) 


aan FRANCISCO OFFICE 


tiron Bldg. Tel. KEarny 3054 
FRANK Ww BLAND, Mi 


V-BOWYER, Pei: Coan bine, 


; DALLAS OFFICE 
al Southwestern Life Bldg. Tel. 2-6065 
R. J. McGEHEAN, Resident Manager 


PHILADELPHIA OFFICE 
628-123 S. Broad St., Tel. Pennypacker 3706 
E. F. SMALLWOOD, Resident Manager 


DETROIT OFFICE 
ARDS, Resident t Manager 
SOUTHEASTERN OFFICE—ATLANTA, GA. 


= Atlanta National Bank Building 
SETH WHITE, Resident Manager 











Subscription Price $3.00 a year; in Canada. $6.50 Si: 
In Combination with The National Underwriter Fie and Gacaclan $5500 


15 cen 
a year; Canada $10.50 

















Member Audit Bureau of Circulations 














Illinois Life Case Not Typical 


THERE is no reason why the present diffi- 
culties of the Ittinors Lire should be 
pointed to as a reason why life insurance 
as an institution is not safe. Most com- 
pany officials have known about the 
difficulties of the Itt1nors Lire for some 
time just as they knew what was coming 
in the failures of the Securtry Lire of 
Chicago and the Otp CoLtony Lire. The 
case is brought out in the open now 
by reason of receivership proceedings 
having been instituted and in this pub- 
lic attention called to the whole affair. 

There is nothing representative of life 
insurance as an institution, as the safest 
and soundest system yet devised for the 
promotion of thrift, in the ILtinors Lire 
case. 

The I:trnots Lire got into deep water 
through a special set of circumstances. 
Its resources were drained off into ex- 
cessive hotel investments. Its officers 
made a number of grave errors in 


which cumulatively had the 
impoverishing the company 
from a cash on_ hand = standpoint. 
Through its life insurance operations 
the company always made money hav- 
ing averaged $1,000,000 net underwrit- 
ing profit for the five vears prior to 1931. 

Instead of regarding what has hap- 
pened to the Ittinots Lire as typical of 
what might occur with any other com- 
pany of similar size and age the case 
of the Ittinots Lire should be regarded 
as most exceptional. It is, in fact, noth- 
ing short of astonishing that a com- 
pany for which $300,000,000 was offered 
in 1929, $10,000,000 of that amount hav- 
ing been placed in escrow in a Chicago 
bank, should now be in the condition in 
which the Ititnots Lire finds itself. 
This is surely not representative of 
what has happened to most of the life 
insurance companies. It is anything but 
a typical case. 


judgment 
effect of 


Need of Building Reserves 


OLIvER THURMAN, vice-president of the 
Mutuat Benerit Lirr, in his Chicago talk 
urged the building up of reserves, both 
company and individual. He said that the 
strength of a corporation or man rested 
heavily on the reserves accumulated. The 
present cataclysm has certainly brought out 
the necessity of insurance companies es- 
tablishing even more ample reserves than 
they have in the past to take care of con- 
tingencies of various kinds. The necessity 
of adequate surplus was preached especially 
in days gone by, in season and out, by the 
late President Henry B. Hype of the 
EguitaB_e Lire of New York. He saw 
the danger of the companies allowing their 
margin of surplus to become too small. 
In lean years the resources built up in the 
fruitful day may be the means of carrying 
an enterprise through safely in times of 
distress. Life insurance companies have 
been running on too close a margin. They 


are now endeavoring to return to safer 
standards. After all, what the people de- 
sire is secure life insurance sold at a price 
as reasonable'as possible and yet one which 
will not endanger absolute safety. 
Vice-President THURMAN said that the 
salesmen who are to be factors in the fu- 
ture will be those who are living well 
within their means and building up indi- 
vidual reserves so that they can take ad- 
vantage of the great opportunities that will 
be open when the golden day again ap- 
pears. The man who is mortgaging his 
future is simply handicapping his own op- 
portunities. Mr. THURMAN said that the 
wives and other members of the families 
of agents should be vitally interested in 
this reserve building. Agents need to 
watch their own financial situation more 
carefully, he said. An institution or an 
individual that is fortified with reserve 
power can take advantage of opportunities. 








PERSONAL SIDE OF BUSINESS 





The Pyramid Life of Kansas City 
celebrated October as president’s month. 
The president is John G. Hoyt. It was 
fitting that John G. Hoyt, Jr., the presi- 
dent’s son, should be the winner of the 
grand prize for October. 


Harry M. Comins, general agent for 
the Massachusetts Mutual at Flint, 
Mich., and president of the Michigan 
Association of Life Underwriters, and 

Cook, Equitable Life of New 
York, who has been in the insurance 
business there for 23 years, were ap- 
pointed to fill vacancies on the city 
commission resulting from the recall of 
two of the commissioners last week. 
Mr. Comins went to Flint from Sagi- 
naw in 1920. Neither has been active 
in Flint politics. 

R. G. Morey of the R. G. & P. D. 
Morey Insurance Agency, W aukesha, 
Wis., died as the result of injuries sus- 
tained when struck by an automobile 
while walking near his farm home. He 
was at one time a special agent for the 
Northwestern Mutual Life in Milwau- 
kee, but for 25 years had lived at Wau- 
kesha, where he conducted a general 
insurance agency and also acted as dis- 
trict manager for the Mutual Life of 
New York until ill health compelled 
him to give up his duties recently. 

Mrs. Emmet C. May, wife of the 
president of the Peoria Life, has been 
confined at St. Francis hospital in 
Peoria for several weeks. She is re- 
ported to be steadily improving, but will 
not be able to leave the hospital for 
some time. 

Miletus Garner, manager of the 
Youngstown, O., agency of the Ohio 
State Life, received considerable pub- 
licity in a Youngstown newspaper 
through his having worked out a com- 
plete history of the Garner family in 
America, dating from the year 1643. 
Mr. Garner is second cousin of Vice- 
president-elect John N. Garner. Miletus 
Garner says a penchant for politics and 
a military life seems to have come down 
from the original ancestor, one James 
Garner, a captain in the Revolution. 
Miletus Garner spent 16 years in Ohio 
state departments, first in the insurance 
department, then clerk of the Ohio 
house of representatives’ finance .com- 
mittee, constitutional convention 1912 
and budget commissioner under Gov. 
F. B. Willis. Mr. Garner spent 14 
years in the Ohio national guard and 
now is on the retired list as lieutenant- 
colonel in the inspector general’s de- 
partment. 

Funeral services were held in Colum- 
bus, O., Thursday afternoon for 
Scott Boyenton, for many years agency 
superintendent of the Ohio State Life, 
and later special field representative, 
who was killed when his automobile 
turned over near Jamestown, O. Offi- 
cers of the company were honorary pall- 
bearers. 

R. R. Rogers, assistant secretary of 
the Prudential, has been appointed to 
serve on a committee of 17 leaders of 
business and agriculture, which will en- 
deavor to work out practical measures, 
whether by legislative or other means, 
for the rehabilitation of the farming in- 
dustry throughout the country. 

John Cramer, deputy insurance com- 
missioner of Indiana, is recovering 
slowly from a severe illness which has 
kept him from the office two weeks. 


George S. Lyon, who at the age of 73 
won the United States “Seniors” golf 
championship at Apawamis, is a mem- 
ber of Lyon & Butler, Toronto insur- 
ance brokers. He won the Canadian 





amateur championship eight times, and 





— 


the Canadian “Seniors” 


championship 
eight times. 


Morgan B. Brainard was honored at 
a dinner given in Hartford by officers 
of the Aetna Life companies on the o¢- 
casion of the completion of ten years oj 
service as president of those companies 
by Mr. Brainard. 

Mr. Brainard was made president of 
the Aetna Life, Aetna Casualty ang 
Automobile, Nov. 16, 1922, and when 
the Standard Fire was added to the 
group in 1924, he was elected president 
of that company. Mr. Brainard’s first 
official position with the Aetna was as- 
sistant to the late President Bulkeley, 
In 1905 he was elected assistant treas- 
urer. He was made a director follow- 
ing the death of his father. In 1910 he 
was elected vice-president and treasurer 
of the Aetna Life. 


W. S. Rodgers, leading producer for 
the Prudential, has been elected presi- 
dent of the Lakeland, Fla., Kiwanis 
Club. 

Wayne Meigs, supervisor in the 
Meyer agency of the New England 
in Chicago, and A. S. Hiatt, supervisor 
in the Whatley agency of the Aetna 
Life there, are passing out the cigars. 
Mr. Meigs boasts of a baby boy, Milton 
Lyon, who came to his home a few days 
ago, and Mr. Hiatt, of John Alfred, who 
arrived about the same time. 


M. L. Seltzer, Des Moines general 
agent of the Aetna Life, was in Chicago 
this week on business. 


Lawrence Kemerly, district agent 
Equitable Life of Iowa at Akron, O, 
died suddenly at his home there from 
acute indigestion. The funeral was 
largely attended by his fellow members 
of the Akron Life Underwriters Asso- 
ciation, which also adopted a memorial 
at its monthly meeting. 


Albert R. Gary, head of the Wood- 
men of the World juvenile department, 
is in a critical condition in an Omaha 
hospital as the result of an automobile 
accident Sunday, in which his wife was 
killed. 

Marsdon E. Weston, Denver corre- 
spondent of THE NATIONAL UNDERWRITER 
and associate editor of “The Western 
Underwriter,” San Francisco, will make 
a radio talk Dec. 6 over Station KOA. 
He will include mention of some inter- 
esting insurance personalities he has 
known. 





Use Future Depressions as 
Sales Arguments for Today 





The Connecticut Mutual Life's 
agency paper tells how some of its 
Louisville salesmen are using future de- 
pressions as a selling argument today. 

“Every business man, Mr. Prospect, 
between the ages of 25 and 65, his nor- 
mal earning period, goes through five 
major depressions. If a young man goes 
through the first two or three and 1s 
wiped out or suffers a severe set-back, 
he can usually make a fresh start 
again. There is still time for him to 
begin over. ' 

“But the longer a man goes safely 
through the first three or four depres- 
sions, he becomes just so much more 
‘vulnerable’ to disaster when his fourth 
or fifth depression comes along. He 
has infinitely more at stake, and if he 
makes an error of judgment or fo-ces 
beyond his control should crush him, 
his later years are ruined beyond re pair. 
for he is now fast approaching the age 
when he will no longer have an oppor 
tunity to begin over again like the 
young man.” 
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Rudd Opens Office in Newark 





Former Casualty Man Named Northern 
New Jersey General Agent by 
Bankers Reserve Life 





The Bankers Reserve Life of Ne- 
praska has opened a northern New Jer- 
sey office with Lindsay H. Rudd as gen- 
eral agent, with headquarters in the Es- 
sex building, Newark. 

Mr. Rudd has been in the insurance 
feld for nearly 18 years, having started 
with the Massachusetts Mutual Life. 
Later he entered the fire and casualty 
field and was with the Royal and then 
with the Ocean Accident in Brooklyn 
and Newark, in the latter city being resi- 
dent manager. He resigned from this 
position to become Newark manager of 
the Independence Indemnity and later 
joined the Public Indemnity as assis- 
tant vice-president. He is the son of 
Stephen A. Rudd and the nephew of 
Congressman G. Lindsay. 


Union Central Names Swain 
General Agent at Scranton 


George W. Swain, former superin- 
tendent of agencies of the Scranton Life, 
has been appointed general agent for 
eastern Pennsylvania by the Charles B. 
Knight general agency of the Union 
Central Life. 

Mr. Swain, a native of Brooklyn, 
started his life insurance career with 
the Bankers Life of New York in 1901, 
later becoming its assistant secretary. 
Since 1908 he has been with the Scran- 
ton Life, first as assistant actuary, then 
as actuary and later general agent. His 
headquarters will be at 725 Connell 
building. 


R. L. Swarzman, G. E. Nickles 


R. L. Swarzman has been named dis- 
trict manager in Des Moines for the 
Equitable Life of New York. He suc- 
ceeds G. E. Nickles, who has been 
named assistant agency manager at 
Cleveland. Mr. Swarzman has repre- 
sented the company for six years. 


A. R. Metcalfe 


The National Life of Vermont has 
opened a general agency at 744 Broad 
street, Newark, N. J., with A. R. Met- 
calfe as general agent. Since 1929 he 
has been with the State Mutual Life, 





Life Agency Notes 











Keith W. Evans has been appointed 
general agent for the Continental Life 
of St. Louis at Champaign, Ill. 

Charles M. Ott has been appointed dis- 
trict manager at La Crosse, Wis., for the 
Old Line Life of Milwaukee. 

C. G. Smith has been appointed mana- 
ger of the Mutual Benefit Health & Ac- 
cident and United Benefit Life for Mont- 
Saueey, Ala., and 13 surrounding coun- 
les, 

i. B. Wernette, manager San Antonio 
No. 2, National Life & Accident, has been 
promoted to agency supervisor of the 
Gulf division with headquarters at 
Houston. 

The American Life announces these 
appointments: R. D. Stone, manager 
Nashville; Andrew T. Little, manager 
Memphis; I. B. Smith, manager Mont- 
somery, Ala, 

The Minnesota Mutual announces the 

“ppointment of L. R. McKee as general 
agent at Springfield, Mo.; L. H. Harper 
at Harlingen, Tex., and Houston Brown 
at Knoxville, 
x... C. Ross, formerly sales manager of 
ne ~ O. Smith Corporation, Milwaukee, 
of th een appointed associate manager 
4 e Milwaukee office of the Guardian 

-ife by H. C. Rhyan, manager. 


operating at Springfield and Pittsfield, 
Mass. e was formerly an advertising 
man. The National Life has not been 
represented in New Jersey since 1909. 
Vice-President J..M. Thomas was pres- 
ent at the opening of the new agency. 


F. W. Cleary 


F. W. Cleary has resigned as agency 
manager at Los Angeles for the New 
World Life of Seattle, and will return 
to San Francisco, where other business 
interests require his attention. John W. 
Cadigan, vice-president and _ superin- 
tendent of agencies of the New World 
Life, was in Los Angeles last week, but 
made no announcement as to a successor 
to Mr. Cleary. 


W. J. James, J. N. Corey 


W. J. James, Birmingham, Ala., 
agency manager of the Sun Life of Car- 
ada since 1928, has been transferred to 
Wilmington, Del., as manager. John N. 
Corey, assistant manager at Canton, O., 
has been made Birmingham manager. 





Stanley Lachman & Co. 


Stanley Lachman & Co., Chattanooga, 
Tenn., has been appointed general 
agent for the Home Life of New York. 
This firm, one of the oldest and largest 
general insurance agencies in Chatta- 
nooga, will handle the Home Life as a 
life department. The two partners in 
the agency firm are Stanley Lachman 
and E. J. Harris. Mr. Lachman has 
been active in Tennessee fire and casu- 
alty activities and was twice president 
of the Tennessee Association of Insur- 
ance Agents. The agency recently 
moved into larger quarters on the lobby 
floor of the James building. 





COMPANY MEN 








Shewbert to Yeomen Mutual 
Nationally Known Agency Executive 
Named Assistant Superintendent 
of Agencies 





Victor M. Shewbert has béen ap- 
pointed assistant superintendent of 
agents of the Yeomen Mutual Life of 
Des Moines. With P. A. Stark, super- 
intendent of agencies, he will have active 
charge of the vigorous agency de- 
velopment and business expansion pro- 
gram which the Yeomen has inaug- 
urated in 20 states. 

Mr. Shewbert began his life insurance 
career as a personal producer for the 
American Central Life in western 
Texas in 1916. After three years of 
personal production, he opened a gen- 
eral agency for the Reliance Life in 
that territory, making such a success- 
ful record that at the end of six months 
he was drafted by the home office of the 
Reliance Life to assist in supervisory 
work. Working out of the Denver and 
Omaha offices, he continued in that ca- 
pacity until 1925, and in one year led 
the entire United States in agency pro- 
duction. 

He returned to personal production in 
Alabama in 1925 continuing in that field 
until 1928. While in Birmingham he con- 
ceived the plan of starting a school of 
insurance open to the public and at the 
same time, in 1928, he helped organize 
the American Security Life of Ala- 
bama, becoming its vice-president and 
agency director. In the first five weeks 
of a campaign, a group of men trained 
in his Birmingham school wrote $4,- 
143,000 for the newly organized com- 
pany. All this huge volume of new 
business showed better than 90 percent 
persistency in the second year. 

In 1930 Mr. Shewbert was called by 
Walter Head of Omaha to help re- 





organize the old St. Joseph Life and be- 








elebrating 
President's Month 





W. T. Grant 


President 


November (Mr. Grant’s birth month) is always “President's 
Month” with the B. M. A. The entire month’s activities rep- 
resent a tribute to the President and founder of our Company. 


In founding the B. M. A., President Grant felt very keenly his 
obligation to the insuring public. He believed there were cer- 
tain basic principles that should be observed, among them 
being . . . 
That proper understanding between Life Insurance policy- 
holders and the Company should be based upon benefits 
guaranteed by the Company and not contingent upon 
future experience; that the policyholder is entitled to know 
in advance exactly what his insurance will cost; and that he 
should not be asked to buy on the basis of future estimates, 
which may or may not be realized. 


That his principles have been sound may be judged by the rapid 
development of the B. M. A., and the reputation it bears where 
it is best known. 


In appreciation of his leadership and in celebration of his birth 
month, the home office staff and field force will co-operate to 
make November the outstanding month of the year. 
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More than $28,000,000.00 paid to Policyholders 
and Beneficiaries 
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ENTHUSIASM 


Honest belief in the product backed by a sincere 
appreciation of Company connections generates 
that vital, all-essential quality—Enthusiasm. 



















Buffalo Life Policies answer the first requisite. 
Liberal commissions and real service take care of 
the second. 


Excellent opportunities available to qualifying 
agents in New York and Ohio. 


FRANK F. EHLEN 
Director of Agencies 


JOHN M. HULL 
President 


BUFFALO MUTUAL 
LIFE INSURANCE COMPANY 


Founded 1872 
452 Delaware Ave. Buffalo, N. Y. 





























We Have Attractive General 
Agency Openings in each of 
the following cities: 


Council Bluffs, Ia. 
Sioux City, Ia. 
Springfield, Mo. 
Savannah, Ga. Miami, Fla. 
Jacksonville, Fla. Tampa, Fla. 
Indianapolis, Ind. 


Louisville, Ky. 
Knoxville, Tenn. 
Nashville, Tenn. 


Our complete line of participating policies includes 
several contracts designed to meet today’s economic 
conditions. 

Also attractive Annuities and Juvenile policies. 


For particulars write to 
F, A. Hicks, Superintendent of Agents 


GuARANTEE Muyyar 


LIFE , ‘ga, COMPANY 


OMAHA, NEBR. 





Assets Exceeding $16,000,000.00 








came superintendent of agencies for the 
new company, the American Union Life, 
with which he continued up to the time 
of his appointment by the Yeomen Mu- 
tual. 





Guthrie Succeeds Hardon 


S. Lewis Guthrie, cashier of the Farm- 
ers Bank & Trust Co., Bardstown, Ky., 





—— 
and director of the Kentucky Home 
Life of Louisville, has been elected sec. 
retary-treasurer of that company, to {ijj 
the vacancy created by the death of 
Elliott Hardon. Mr. Guthrie wij 
shortly give his entire attention to his 
new post. 

J. B. Williams, who has been assist. 
ant secretary, was. elected to assistant 
secretary-treasurer. 








NEWS OF THE COMPANIES 





New Company Now Starting 





Indiana Mutual Life of Elkhart, Ind., 
Will Operate on Stipulated 
Premium Basis 





The Indiana Mutual Life of Elkhart, 
Ind., is now under way. The company 
received its charter Oct. 27. At present 
it has about 25 men producing and has 
written $500,000 insurance. Home offices 
will soon be located at 215 South Sec- 


ond St., a former residence which is 
being remodeled. 
The company operates only in In- 


diana and issues one policy—a pure 
protection straight life without cash or 
loan values. It is a mutual company on 
the stipulated premium basis. 

Dr. Eugene Holderman, who has been 
a practicing physician in Elkhart for 35 
years and formerly Elkhart county cor- 
oner, is president. C. H. Labadie is 
secretary and actuary. He has been in 
the insurance business for over 40 years. 
He was for several years with the Pru- 
dential and at present is an official of 


the St. Joseph Valley Life of South 
Bend, Ind. 

J. S. Fisher, general manager and 
agency director, was an instructor in 


insurance and for 15 years was in sales 
work for the Lee Mercantile Company 
of Kansas City. Frank Myers is policy 
registrar. 


Only Six Insurors Asked . 
R. F. C. Loans in October 


WASHINGTON, D. C., Nov. 
Only six applications for loans were re- 
ceived from insurance companies by the 
Reconstruction Finance Corporation in 
October, indicating an easing up of the 
financial situation, according to figures 
just compiled by the corporation. 

The number of applications received 





23.— 


in October was the smallest in five 
months, comparing with eight in Sep- 
tember, 14 in August, 11 in July and 


20 in June, it was shown. 

Up to the close of last month, 
corporation reported, 110 loans aggre- 
gating $76,402,200 had been authorized 
to 89 insurance companies. During the 
period from February to October, in- 
clusive, applicants had canceled $2,525,- 
960 of this total, $61,058,763 was dis- 
bursed in cash to them, $12,817,476 re- 
mains at their disposal and they have 
repaid $3,152,149. 


the 


Abraham Lincoln Reports Gain 


The Abraham Lincoln Life reports 
that last month showed an increase in 
production over October, 1931, of ap- 
proximately 20 percent in the life de- 
partment and 25 percent in the accident 
and health department. The last week 
in October was the largest week the 
company has had this year. 





Defer Naming Board Chairman 


Directors of the New York Life have 
decided to postpone indefinitely the 
election of a chairman of the board to 
succeed the late Darwin P. Kingsley 
and directed that the duties of that of- 
fice, until it is filled, be assumed by the 
president with such cooperation and as- 
sistance of the other executive officers 
as may be necessary. 








—_ 


Report on Kansas City Life 





Some of the Interesting Points Brought 
Out by the Examiners in Their 
Findings 





The convention examination of the 
Kansas City Life was participated jn 
by seven state departments. It was 
made as of Dec. 31, assets being found 
$72,502,182, capital $1,000,000 and sur- 
plus $6,236,187. It is interesting to ana- 
lyze an examination these days in view 
of the problems before companies. The 
Kansas City Life is one of the best 
managed institutions and its experience 
shows what is happening to holdings 
For instance, the total real estate is 
now put at $4,515,329 including its home 
office building valued at $1,427,422. It 
has 250 parcels of real estate, its farm 
real estate being $2,440,610 and its city 
$2,074,713 including its home office 
building. It has 64 pieces of real estate 
in Missouri outside of its home office, 63 
in Oklahoma, 23 in Kansas, 35 in Texas 
and scattering parcels in other states. 
It owns Kansas City hotel properties 
amounting to $597,035. These were ac- 
quired on a trade for the Sunnyside 
plantation in Chicot county, Arkansas. 
Operation of the properties over the 
five year period shows a net income 
above expenses and interest on in- 
debtedness of slightly in excess of 3 
percent on the average book value. The 
Kansas City Life in the Sunnyside trade 
loaned $225,000 back on the plantation. 
It was forced to foreclose the property. 
The value of this plantation carried is 
$284,154. Farming operations on the 
plantation have never shown a profit. 
It is expected that in time the property 
will be subdivided for sale purposes 
The other farm properties are put at 
$2,156,462. 

Good Record in Face of Depression 


Contact with its real estate is had by 
the home office through field men work- 


ing out of Kansas City or located 
where there is a large group of real es- 
tate and mortgage investments. The 


company sets up a contingency reserve 
of $300,000 to care for unknown and in- 
determinable losses on_ real estate 
owned. The company’s investment in 
real estate loans amounts to $36,864,436, 
there being $24,148,299 on 4,735 farms 
and $12,716,137 on 1,725 city loans. The 
bulk of its mortgages are in Oklahoma, 
Missouri, Texas, Kansas and Colorado 
The average loan amounts to $5,706. It 
has been the company’s policy to extend 
every possible opportunity to the mort- 
gagor to work out from his difficulty 
where this procedure would seem justi 
fied. The company has 5,565 loans im 
good standing, 558 in default, 51 in the 
process of foreclosure, 97 on the verge 
of foreclosure and 110 foreclosed. The 
total delinquent interest on mortgage 
Dec. 31 amounted to $328,482 of which 
$51,617 was paid during this year. The 
accrued interest on Dec. 31 was com- 
puted in the amount of $843,160. 

The examiners say that their investi- 
gation of the mortgages led them to be- 
lieve that this class of investment was 
honestly made and well handled. What- 
ever trouble has arisen can be attributed 
to the prevalent economic conditions, 
the examiners observe. All the loans 
have been made under the difficulties 
attendant on a cycle of declining land 
and farm commodity prices. In the 
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opinion of the examiners a group of 
joans of this size, both in number and 

ount, reflecting only 6 percent real 
trouble cases, Shows a good record of 
investment in the face of business and 
fnancial conditions that are existent 


today. . 

The policy loans amounted to $18,- 
567,115. The company’s bond holdings 
mounted to $7,820,087. There is very 
<nall past due interest and only one 
pond in default. The company had in 


force on Dec. 31, $423,569,331 insur- 
ance. Its mortality ratio was 46.3 as 


compared with 47.5 the year before and 
51.11 in 1929. Its net interest earned 
last year was 5 percent, the same as in 
1930. The year before it was 5.09 and 
in 1928, 5.12. 


Elkhart National Life Is 


Now Writing Insurance 








R. A. Morrison, councillor in finance 
of the Methodist Church North Indiana 
Conference, and prominent in the affairs 
of the Methodist church for many years, 
is president of the Elkhart National 
Life of Elkhart, Ind. E. J. Short, the 





secretary, has been in the life business 
over 20 years. For some years he was 
with the Illinois Bankers Life of Mon- 
mouth, Ill. The agency director is E. 
W. Ball, who has had several years’ life 
insurance experience in and around 
Elkhart. 

The home office is 
Monger building. 

The company was licensed Oct. 17 
this year and already has several men 
producing and has a sizeable amount of 
insurance in force at this date. 

It is writing only the one policy, giv- 
ing protection only without any values. 
It collects on the monthly plan if the 
policyholder so desires. 


Names F ield Instructor 


Paul L. Field has been appointed field 
instructor for the Northwestern Na- 
tional Life of Minneapolis. His duties 
will be the training of new agents in 
the field. For the past four years Mr. 
Field has been district manager for the 
company at Saginaw, Mich. 


located in the 








The Prudential announces the election 
of J. E. Reynolds as a member of its 
board. He is president of the First Na- 
tional Bank of New York. 








IN THE SOUTH AND SOUTHWEST 





Plan for Consolidation Up 


William Murdoch of Oklahoma City 
Proposes to Unite Numbers of 
Small Societies 








William Murdoch, president of the 
American Medical Insurance Society of 
Oklahoma City, which furnishes hos- 
pital and medical reimbursement in case 
of accident, is one of the main factors 
in the organization of the Insurance In- 
vestors Syndicate, with offices in the 
First National Bank building, Okla- 
homa City. In Oklahoma there are a 
number of sma!l mutual benefit associa- 


tions, many of which are weak. It is 
the plan of Mr. Murdoch and_ his 
frends to purchase and _ consolidate 


many of these associations in the south- 
west and consolidate them into a legal 
reserve company. 

It is the plan of the legal reserve com- 
pany to issue a policy giving pure pro- 
tection with no loan or cash values, 
paid up insurance or anything of that 
character. Mr. Murdoch while con- 
nected with the insurance department 
saw the need of doing something to 
protect the people against probable 
loss in these mutual societies, since it 
is his plan to offer a low rate policy 
and eliminate all investment features. 


To Open Lexington Office 


The George Washington Life will 
open a Lexington, Ky., office Jan. 1, 
according to J. R. Bolen, state agency 
Supervisor. Offices will also be opened 
in Danville and Winchester. The George 
Washington now has offices in Mt. 
Vernon, Maysville, Louisville and Bowl- 
ing Green. A meeting of eastern and 
northern Kentucky agents was held in 
Lexington last week and Charles P. 
Trask, agency vice-president, and Cleve- 
land F. Milair, agency supervisor, were 
present from the home office. 


Exemption Limit Removed 


Creditors are shut out from any claim 
on life insurance in Alabama, unless 
iraud can be shown, in a new law passed 
oy the legislature and signed by Gov- 
etnor Miller. Formerly creditors could 
lay legal claim to all insurance over and 
above the amount on which $1,000 would 
Pay the annual premium. That limit is 
now removed. 

Fraud can be claimed only where it 
can be shown there has been a change 
of beneficiary with that purpose in mind 
Or that funds belonging to creditors 
have been 








used to pay the premiums. 


In the latter case creditors would be 
entitled to the amount of the premiums 
plus interest, but no more. 


Law Revision Group Organizes 


RICHMOND, VA., Nov. 23.—The 
Virginia legislative commission charged 
with the task of collating, revising, sim- 
plifying and codifying the general insur- 
ance laws of that state held an organi- 
zation meeting last week, electing 
George A. Bowles, superintendent of in- 
surance, secretary. William R. Shands, 
state director of statutory research and 
drafting, is ex-officio chairman. Other 
members of the commission are Wilbur 
C. Hall, Leesburg; Thomas B. Stanley, 
Stanleytown; C. C. Louderback, Stan- 
ley; William A. Wright, Tappahannock; 
Hill Montague and Samuel L. Kelley, 
Richmond; R. R. Parker, Appalachia; 
Braden Vandeventer, Norfolk. Special 
committees were appointed to make a 
special study of the various classifica- 
tions of insurance. The commission will 
submit a report of its work to the gen- 
eral assembly which meets early in 1934. 








Lovelace in Atlanta 


G. M. Lovelace, vice-president New 
York Life, was in Atlanta last week, 
the guest of Manager R. L. Cooney, 
who has been with the company for 52 
years. Mr. Lovelace addressed the 
agents of the company at a dinner Sat- 
urday and discussed the relation of life 


insurance to the 1932 federal revenue 
act. 
The Oklahoma attorney-general has 


filed suit to enjoin the Giant Oak Asso- 
ciation, Tulsa fraternal, from further op- 
eration. 


Suggestion Is Made as to 
New Approach to a Prospect 





made in the New 
England Mutual Life “Pilot” of an ap- 
proach that is effective. An agent can 
send a night letter locally in his city, 
comprising 50 words for 20 cents. A 
night letter sent out to a prospect con- 
veying some important information or 
making an appeal may leave a great im- 
pression. The New England Mutual 
says that some of its Detroit men are 
using the idea successfully. For in- 
stance, one message said, “New England 
Mutual Life Insurance Company has 
authorized an emergency coverage con- 
tract at an extremely low rate for two 
years to replace investment losses. I 
will call on you tomorrow with a very 


A suggestion is 





interesting offer.” 








W. L. MOODY, JR. 
President 


ORDINARY 


Operating in 


Service. 


to address inquiries to 








SHEARN MOODY w. 
Vice-President 


AMERICAN NATIONAL 
INSURANCE COMPANY 


GALVESTON, TEXAS 


INSURANCE IN FORCE $542,054,101.00 


ASSETS 
SURPLUS 


47,681 ,787.00 
7,278,118.00 


INDUSTRIAL 


26 States, Cuba, Hawaii, and Porto Rico 


A Well Diversified Line of Modern Policy Contracts, including Juvenile Policies, 
Retirement Income Policies, Selery Savings, and all Types of Annuities, enable 
our Representatives to render the Insuring Public the Best in Life Insurance 


Men of Character and Integrity, desiring a connection with the Ordinary 
Department, providing Liberal First Year and Renewal Commissions are invited 


Earnest L. Roberts, Vice-President, 


AMERICAN NATIONAL INSURANCE CO. 


Galveston, Texas 
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Prrvesceanes and Mothers know full 
well that the ‘Second Summer"’ is 
the crucial period in an infant's 
development. 


Conscientious life underwriters know 
equally well that the second year is 
the ‘Second Summer,"’ the danger 
period in the history of the average 
policy. 

If the agent and his company wish to 
cling to as many policyholders as 
possible through the first two pre- 
carious years, the best way to assure 
results is by Adequate Compensation 
for the winning of the first renewal 
premium. In other words, when the 
company makes Renewal Pay Well— 
as it logically should—there is 
greater satisfaction and service to 
client, agent and company. 


AN CENTRAL Lire 
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Shake hands 
with 
Bill Coyne 


In his 60's. Now living well 
on his Guardian Retirement 
Income, started 24 years 
ago. His other investment 
values dwindled, but he has 
a guaranteed income that 
cannot shrink, for the rest 
of his life. 


Bill Coyne’s cheerful 
story is told in his own 
words, in Unit No. 2 of 
the Guardian Direct-to- 
Prospect campaign, a 
part of The Guardian’s 
“Agent - Viewpoint Ad- 
vertising Plan.” Built 
around facts that every- 
body knows are true, 
Coyne’s story presents 
the Guardian Retirement 
Income plan with tre- 
mendous power. Planned 
and released for Guard- 
ian Agents by 


The 


GUARDIAN LIFE 


INSURANCE 


COMPANY 
of America 


50 UNION SQUARE 
How the Guardian 
Direct-to-Prospect 

Plan 
works for the Agent. 


GUARDIAN LIFE 








PROSPECT 


New York 


= 








PACIFIC COAST AND MOUNTAIN 





Oregon Mutual Appointments 


Pacific Coast Company Annnounces 
New Selections to Fill Several 
Important Positions 


V. H. Wade has been made manager 
of the Spokane agency of the Oregon 
Mutual Life. He was formerly agency 
manager of the Boise branch. Previously 
he was with an eastern company in 
Montana and later in Idaho. He suc- 
ceeds L. V. Sizer, who has resigned to 
take up personal production at Spokane 
for the Oregon Mutual. 

P. H. Walbridge has been appointed 
manager of the central and western 
Oregon agency with headquarters at 
Salem to succeed A. B. Evans. Mr. 
Evans, who paid for 235 policies in one 
year, desires to resume personal produc- 
tion. Mr. Walbridge was formerly con- 
nected with the Equitable Life of New 
York as assistant manager at Tacoma. 
He is a graduate of the Pacific Univer- 
sity at Tacoma. 


Warning on Replacements 


In a statement warning the public 
“against the altogether too frequent 
practice of lapsing old policies having 
accrued values and replacing them with 
other insurance on the solicitation of an 
agent who has only a personal interest 
to be served and who advises the laps- 
ing of one policy to be replaced by him 
with another,” Commissioner Averill of 
Oregon points out that “it is impossible 
for a policyholder to surrender a policy 
having an accrued value and replace it 
with other insurance without sustaining 
a loss.” 
Commissioner Averill urges that if a 
definite form of protection is needed or 
the policyholder is unable to repay all 
of the loan secured on the old policy, 
the situation should be stated frankly 
to the officers of the company before ac- 
cepting the advice of “one who is serv- 
ing only his own interests in advising 
the change.” “The past few years,” he 
says, “have tested the dependability of 
life insurance as never before, and one 
should give serious thought before re- 
linquishing any protection under the 
policies now held.” 


Receiver for People’s Mutual 


Commissioner Mitchell of California 
has been appointed receiver for the Peo- 
ple’s Mutual Life of Beverly Hills, fol- 
lowing several months of financial diffi- 
culties and a survey by the department 
of its affairs. It operated as a “chapter 
6” assessment company. Under the Cal- 
ifornia laws this type of company must 
maintain a $25,000 deposit with the de- 
partment and on impairment of this de- 
posit the commissioner petitioned the 
superior court at Los Angeles for ap- 
pointment as receiver. 

The company was organized in 1923 
at San Francisco. E. J. Uehling is presi- 
dent and W. R. McGrew, secretary. 


Seek Agreement on Qualification 
SEATTLE, Nov. 23.—United support 
of an agents’ qualification law at the 
forthcoming session of the Washington 
legislature will be sought by the Seattle 
Life Underwriters Association. Clem J. 
Sauter of the Life Managers Associa- 
tion has appointed a committee to con- 
fer with representatives of the Insur- 
ance Agents League of Washington on 
a model bill that will meet the approval 
of both life and fire and casualty inter- 
ests. It is likely that this bill will be 
patterned after the Connecticut law. 


Life Companies Must Pay Tax 


SALT LAKE CITY, Nov. 23.—Life 
insurance companies that are self-insur- 





Kruse Month 











J. ROY KRUSE 


The California-Western States Life 
has set aside November as Kruse 
month in honor of President J. Roy 
Kruse, one of the youngest life insur- 
ance executives. He was born Nov. 24, 
1882, in Kentucky, and while a small 
lad his family moved to Kansas. He 
started as a clerk when a boy in the 
Kansas City, Mo., office of the New 
York Life, remaining there for eight 
years, finally becoming cashier. Sub- 
sequently he became auditor and treas- 
urer of the Great Western Life of Kan- 
sas City. He went to the California 
State Life in 1913 and remained as the 
head of the combined company when 
the California State and the Western 
States Life were merged. During the 
period of his leadership the company 
has grown to splendid proportions. 





sation act can not escape the premium 
tax on their potential compensation pre- 
miums. Under the Utah compensation 
law not only self-insurers but the state 
compensation fund pay the same tax 
on compensation premiums or “poten- 
tial” premiums as the regular insurance 
carriers. The life insurance companies 
pay a tax of 1% percent on their life 
insurance premium receipts “in lieu of 
all other taxes.” The New York Life 
claimed this provision excepted it from 
the tax on its potential compensation 
premiums, but the attorney-general of 
the state ruled against it. 


Open Two New Offices 


President S. H. Silvers of the Insur- 
ance Foundation, Pacific Coast manager 
of the North American Life, announces 
the opening of two new branch offices 
at Sacramento and Grass Valley. The 
Sacramento office, in the Capitol Na- 
tional Bank building, will be in charge 
of Vice-president J. A. McLerie. The 
Grass Valley branch, having jurisdiction 
over Placer, Nevada and Sierra coun- 
ties, is in charge of District Manager 
J. L. Seawell, newly elected state sena- 
tor from that district. Head offices are 
in the Russ building at San Francisco. 


Harrington With Great Republic 


The Great Republic Life of Los An- 
geles has appointed F. G. Harrington 
general agent for ‘Kern county, Cal., 
with headquarters at Bakersfield. He 
was formerly with the California-West- 
ern States Life in Kern county and has 
an excellent record for personal produc- 











ers under the Utah workmen’s compen- 


tion. 


November 23 








He Knew It All! 


“J am ready to die,” said 
an old man in a backwoods 
region; “I’ve seen every- 
thing there is to see and 
know all there is to 
know.” Along came a 











Yankee traveler and 
showed him how to 
light a pipe with a 





magnifying glass. The 
old man (so the story 
goes) became con- 
vinced there were still 
a few things he might 
learn and took a 
new lease on life. 
GNo one class of 
people has a mon- 
opoly on limited 
vision. It is also 
the bugaboo of 
many life un- 


derwriters 
who feel that 
they know it 
all when just 
the surface has 
been skimmed. 

@ Commonwealth 
Cordial Coopera- 
tion does the 
most good for the 
underwriter who 
keeps his eye on the 
distant horizons of 
achievement; who 
knows of a_ few 
“new” methods that 
won’t work but is not 
disillusioned or discour- 
aged by them, who 
keeps an open mind on 
the question of selling, 
and can apply intelligently 
the sales helps offered him. 
For such an underwriter, 
Commonwealth cooperation 
will make sales easier. 


COMMONWEALTH 


LIFE INSURANCE CO 


LOUISVILLE, KY. 
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MANAGERS’ ASSOCIATION NEWS 





—— 


Pay Tribute to Stephenson 


Union Central Veteran Honored at 
Meeting of San Francisco Man- 
agers Group 





SAN FRANCISCO, Nov. 23.—More 
than 65 leading general agents and man- 
agers attended a luncheon in San Fran- 
cisco here to pay honor to R. L. Steph- 
enson, who recently resigned as man- 
ager of the Union Central Life after 
more than 29 years’ service, to engage 
in personal production. Mr. Stephenson 
was presented with a solid gold life 
membership card in the San Francisco 
General Agents & Managers Associa- 
tion, under whose auspices the luncheon 
was held. A. S. Holman, Travelers, 
made the presentation, recalling that the 
honor guest was former president of the 
San Francisco Life Underwriters Asso- 
ciation and the first president of the 
California state association. Mr. Steph- 
enson will complete 31 years in the life 
insurance business March 1. 

Present also to honor Mr. Stephenson 
were Jerome Clark, vice-president, and 
William Muhlberg, medical director of 
the Union Central Life, who are on an 
agency tour of the country. Mr. Clark 
made a short address in which he ex- 
pressed his belief that present conditions 
are forcing life insurance men to de- 
velop a technique which will carry them 
through and prepare the way for large 
sales when conditions improve. The 
agencies that are not just coasting along 
but are getting out and making sales 
under present conditions are the ones 
that will carry through to success, he 
said. 

Discussion at the meeting, which cen- 
tered around “The Technique of Joint 
Field Work,” was led by Joseph Sulli- 
van, Equitable Life of New York. 
Other speakers were R. H. (“Bill”) 
Mouser, Penn Mutual, and Myron Fair- 
child, Connecticut General. 


Urges Prepared Sales Talk 


At the November meeting of the 
Managers Club of San Antonio, Tex., 
David O. Johnson, Minnesota Mutual 
Life, spoke on “The Prepared Sales 
Talk,” giving the results of three years’ 





experience with this plan and pointing 


Agency Building Is Discussed 


F. C. Hathaway Tells Los Angeles 
Managers of Methods That 
He Has Used 








LOS ANGELES, Nov. 23.—At last 
week’s meeting of the Life Managers 
Club of Los Angeles, Fred C. Hatha- 
way, Mutual Life of New York, dis- 
cussed briefly the methods of securing 
new agents he had found effective in 
his experience of more than 25 years. 
He emphasized the use of “reverse 
salesmanship,” which was defined as be- 
ing the opposite of high pressure sales- 
manship. In interviewing prospective 
agents, he said, the happy side of the 
business is played up in describing op- 
portunities that exist in the sale of life 
insurance and reference made to results 
experienced by top-notchers in _ life 
underwriting. In connection with this, 
Mr. Hathaway remarked that he has a 
prospective agents’ list of over 10,000, 
to each of whom he sends a Christmas 
card each year, the idea being that in 
this number of persons there is bound 
to be more or less change of occupa- 
tion going on constantly and in consid- 
ering new lines some of them will ap- 
proach him on the subject of life insur- 
ance salesmanship. That this system 
is effective is indicated by the fact that 
new members of the Hathaway agency 
produced in 1931 $983,750 of new insur- 
ance. Mr. Hathaway said he found 
steady agency building necessary in or- 
der to maintain and increase the pro- 
duction of his agency and have new ma- 
terial to replace the loss resulting from 
death or other causes of removal from 
his field force. 

E. J. L’Esperance, Imperial Life of 
Canada, will have charge of the next 
meeting, which will be devoted to con- 
sideration of advertising material pro- 
vided by companies for their agencies, 
samples of which will be displayed and 
their valuable points discussed. 

Cecil Frankel, Equitable Life of New 
York, general chairman of the sales 
congress Dec. 8, announced some of the 
program plans. 








out the effects on the seller of life pro- 
tection. 
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Three Problems Face Agent 


V. B. Coffin Stresses Importance of 
Prospecting, Time Control and 
Sales Interview 





MILWAUKEE, Nov. 23.—Three 
problems that are facing the present day 
life underwriter are prospecting, time 


control and the sales interview, said 
Vincent B. Coffin, superintendent of 
agencies ‘Connecticut Mutual Life, 


speaking before the Milwaukee Associa- 
tion of Life Underwriters on “What 
1933 Will Mean to the Life Under- 
writer.” 

It is necessary, Mr. Coffin believes, to 
Pay more attention than ever before to 
the problem of prospecting. The under- 
writer should start fresh with a new pro- 
gram, a program that will provide a 
driving force to get out and see men. 
Mr. Coffin advised that each man write, 
or have his general agent write, to two 
individuals each day saying that they 
would be called upon shortly. 

The seasoned underwriter must weigh 
carefully the results of researches of 
various companies regarding time con- 
trol, Mr. Coffin continued. He must 
hold himself to a reasonable number of 
mterviews and should double the effort 





of former times, Few men have done 
anything definite to improve their con- 
dition, 

The question of what to say face-to- 
face with the prospect is more impor- 
tant than ever before. Formerly men 
bought life insurance because others 
bought insurance, because of the strong 
personality characteristic of certain 
agents whose day has largely passed, 
and because the hard-working salesman 
of the plugger type acted on the law of 
averages. He believes it will be a sur- 
vival of the fittest for the next two or 
three years. 

Mr. Coffin offered check-ups for the 
field man in analyzing his shortcomings. 
In these times, he said, men will not 
buy unless they feel they cannot get 
along without it, and pointed out that 
the fundamental needs of old age and 
protection for family are still the great 
needs of any man. 

“Is the agent still stumbling into the 
prospect’s office with no general idea of 
what he shall say in the approach?” 
he asked. “Does he get conversation? 
Does he still insist on carrying on a 
monologue? Does his prospect have a 


chance to speak?” 

He pointed out that the average pros- 
pect has not the remotest idea of what 
his present insurance will do and that 





Advantages? 


Atlanticfrepresentatives derive many 
advantages through their association 
with Atlantic Life. 


Those interested in knowing more 
fully about what Atlantic offers to its 
men in the field are cordially invited to 
write for our new booklet ‘Atlantic 
Advantages’’ 






ATLANTIC LIFE 
INSURANCE COMPANY 


Richmond, Virginia 
Wm. H. Harrison 


Angus O. Swink 
President Vice Pres. & Supt. of Agencies 


Honestly, It’s the Best Policy 











Back 
of the Guaranty Life is Found 


The impregnable Legal Reserve System 

A strong financial foundation 

The well seasoned Iowa insurance laws 
Discriminately selected investments 

A representative Board of Directors 

An experienced Home Office management 
Modern and liberal policy contracts 

Officials who know the problems 

An enthusiastic and hard working agency force 


These constitute the very elements of permanency 
and progressive development. Tie to a company 
that is growing. 


Desirable agency connections available in 


Colorado 
Ohio 


lowa 
Minnesota 


Lee J. Dougherty, President 


Guaranty Life Insurance Co. 


Davenport, Iowa 
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SENSATIONAL? 


NO! 


The same sound principles and practices year after year 


PRACTICAL? - - - YES! 


. Proved by satisfactory experiences with seventy companies 


DEPENDABLE ? 


- - YES! 


Promises that are kept—business that renews 


Many conservation plans have been suggested—the original plan of 
The Otis Hann Company has even been copied—nevertheless more than 


the mechanics of the plan are necessary. 
past experience, practical working knowledge, 


Of vital importance are the 
ideals and motivation be- 


hind our thirty years effort. 


Consider Conservation from the viewpoints, 
holders react?"—'"How does it 
We can refer you to more than one Legal Reserve Life In- 


agents?" 


“How do the policy- 


renew?""—and “How does it benefit 


surance Company or their agents for the answer to these questions. 


THe Otis HANN COMPANY, Ixc. 


“Lire INSURANCE SERVICE” 


333 NORTH MICHIGAN AVENUE 




















CHICAGO 
JACK ROBERTS HANN 
President 
G. L. SEGER F. H. LANDECK P. L. SKOGLUND 
Vice President Vice President and Field Eastern Manager 
Kansas City Manager New York 
“» <<» 



































Our Agents 


Don't Leave Home! 


It is sad to see a company outgrown by its 
agents. Good men like to stay with us. We're 
pretty proud of that. One reason may be that 
we have a complete line of up-to-date policy 


contracts. 


Non-forfeitable renewal commissions to 
agents make an attractive agency contract. 


THE WISCONSIN LIFE 


INSURANCE COMPANY 








Madison, Wisconsin 


If your territory is open 
we shall be glad to mail you, 
upon request, a copy of the 
contract and the details of 
an unusually attractive 
agency offer. 


a 


the agent must set out to show clearly 
why the insurance proposal is so essen- 
tial to the prospect and his family. 

Mr. Coffin believes agents should 
quote the price to the prospect at any 
time he asks for it, once he has become 
genuinely interested. In planning closes, 
he suggested the agent jot down the 
things he can use as closing arguments, 
the same as in making the presentation. 

» 2 6 


Michigan Underwriters Meet 


Over 300 Attend Annual Gathering at 
Lansing—Dr. Huebner Is 
Chief Speaker 


LANSING, MICH., Nov. 23.—The 
Michigan State Life Underwriters Asso- 
ciation annual meeting or “insurance 
day” in Lansing last week was attended 
by over 300 agents. Dr. S. S. Huebner, 
dean American College of Life Under- 
writers, was the chief speaker. He also 
addressed a luncheon attended by 500 
local business leaders and underwriters. 
At the afternoon session Commissioner 
C. D. Livingston and Gage, 
Northwestern Mutual Life, Detroit, also 
talked. 

At the close of the morning business 
session the officers were reelected and 
three local associations, Grand Rapids, 
Bay City and Pontiac, were admitted to 
membership in the state organization. 
Tt was decided to appoint a new finance 
committee to cooperate with the educa- 
tional committee, which has been work- 
ing for some time on details of the 
so-called “Michigan plan” for introduc- 
ing more comprehensive and authorita- 
tive life sapuaetee courses in the public 
schools. G. S. Kies, general agent Ohio 
National Life in Lansing, who heads 
the educational committee, reported a 
proposed textbook is now in preparation 
at the Wharton School of Finance and 
will probably be introduced in various 
states through the National association. 
The state association officers relected 
are: Harry M. Comins, Flint, president; 
J. Arthur Pino, Lansing, first vice- 
president; R. J. Crandall, Jackson, sec- 
ond vice-president, and Lee M. Gillette, 
Detroit, secretary-treasurer. 


Investment Prartices Cited 


Dr. Huebner, speaking on “Reasons 
for the Dependable Solvency of the Life 
Insurance Investment,” explained why 
the life insurance companies have been 
able to weather the depression so well. 
He pointed out that life companies are 
the only financial institutions able to 
apply the law of averages in five differ- 
ent ways in order to safeguard their in- 
vestments. Only two such applications 
are open to most other financial insti- 
tutions, he said. He listed these five 
applications as follows: (1) Distribution 
of investments to cover all kinds of pub- 
lic endeavors; (2) distribution on a wide 
geographic basis; (3) number of invest- 
ments. Pointing out that one life com- 
pany’s investments, listed, form a vol- 
ume as large as the telephone directory 
of a city of 1,300,000 population; (4) 
distribution of maturities to reach an 
almost constant level; (5) flexibility of 
investments to conform with the eco- 
nomic and business trend through con- 
stant purchases and shifts of securities. 

Commissioner Livingston discussed 
company assets and explained the basis 
for valuation of assets determined upon 
by the commissioner’s convention in 
order to safeguard all parties concerned. 

Mr. Gage presented an_ interesting 
study of systematically programming 
work so as to assure maximum produc- 
tion in relation to time spent. He pre- 
sented the results of his 18 years’ expe- 
rience during which time he has con- 
sistently kept a record of his work, 
number of interviews, calls, sales, etc. 
He is now a consistent producer of 
more than $2,000,000 business annually. 

* *k x 


Baltimore—The executive committee of 
the Baltimore association has started an 
investigation into fees charged by cor- 
oners for filling out death certificates 











requested by life companies. G. S. Rob- 





ertson, executive secretary, says the jy 
vestigation is being made in the interes 
of beneficiaries who must make the Day. 
ment. Deputy coroners have €XPlaing 
they consider their public duty con. 
pleted when they file their reports yi; 
the health department and the filling j, 2 


of blanks demanded by some insurane 
companies comes under the heaq » 
private practice, hence the fee. Officia, 


of the underwriters association, hoy. 
ever, expressed the opinion that a ¢q 
oner is certainly acting as a COrone, 
when he gives information about a Case 
in which he has had official duties, 

The following schedule is used by », 
deputy coroner: Policies from $50 to ¢°; 
fee of $1 for certificate issuance; frp) 
$100 to $500, $2; from $500 to $1,000, ; 
from $1,000 to $3,000, $4; from $5,009. 
$10,000, $5. 

*x* * * 

Atlanta—Eugene Talmadge, governoy. 
elect, addressing the Atlanta associat; 
Monday, said: “Life insurance companies 
need have no fear about their farm loays 
in Georgia. In less than five years lan 
values will be equal or more to valye 
before the depression.” He said further 
“We want the government to get out of 


business and all of us to help the raj. § 


roads get back on their feet and thereby 
enable the life insurance companies ; 
realize on their railroad bond holdings 
*x* * x 

Tulsa, Okla.—R. B. Hull, managing qj. 
rector National association, will] speak 
at the Tulsa association’s meeting Ja 
20 in connection with the chamber 
commerce meeting. He will go to Okb. 
lahoma City the day following to attenj 
the annual Oklahoma Sales Congress. 

* * * 

Louisville—Nearly 150 attended, 
luncheon of the Louisville association » 
which C. C. Thompson, president Na- 
tional association, was the speaker. Mr 
Thompson referred to life 
a bulwark for the democratic 
government, 
tirely an American development, whic 
has come about and been made 
by our form of government. 
out that the republic was founded o 
individual responsibility, and 
that life insurance had contributed t 
that end. 





form 


He stated that while in other lines of 
been losing 
interesting to note 
that in the insurance business the asso- 
indicating 
recognize more 
clearly the benefits accruing from ass0- 


business associations have 


membership, it is 


ciations have been gaining, 
that the insurance men 


work and educational programs 
*x* * * 

Champaign County, Til.—The Chan 
paign county association, in connectio 
with the Business and _ Profession 
Women’s Club of Champaign-Urbar 
held a joint session in Champaign. Fe 
some little time the women's club ha 
shown interest in life insurance a 


ciation 


asked underwriters to furnish a speaket 


on the investment aspects. R. B. Hu! 
managing director National association 
gave his talk on “The Road Back to S 
curity—the American Plan.” This wa 
the regularly monthly meeting of t 
association and a special meeting of tht 
women’s club. The next meeting of the 
association is planned for some tm 





after Dec. 10, when Mansur B. Oakes 
is expected to speak. 
x * * 
Elmira, N. Y.—J. E. Silverstein, pres! 
dent of the Rochester association, spo* 


before the Elmira association at a dinne' 
meeting. P. F. Finch, Mutual Life ol 
New York, reported on the New Yor 
state convention in Schenectady. Lif 
insurance men from all parts of Che 
mung county attended the dinner. 
2 2 

Richmond, Va.—Charles C. Thomps! 
president National association, was th 
guest speaker at the November meetitt 
of the Richmond association. Conserv® 
tion of business already in force is th 
problem giving most concern to life ' 
surance companies, he said. If t 
twister who tries to change busine® 
already in force would realize that ht 
is destroying reserve values that shoul 
be built for old-age protection, he woul 
stop the practice, Mr. 
clared. Roger B. Hull, 
tor National association, 
December meeting. 





managing dire 
will address the 


* *x* * 

North Dakota—James A. McLain, Vi™ 
president Guardian Life, spoke at the 
North Dakota association’s Novembe! 
meeting in Fargo. Mr. McLain is oP 
mistic over business conditions, calliné 
attention to the decline in suicides, pol- 
icy loans and the increase in repaymen' 
on the loans. Mr. McLain said that th 


. he 
public pays too much attention to ™ 


























insurance as 
stating that it is almost en- 


possible 
He pointed 


declared 
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e corporations on the stock ex- 
changes and not enough to the 340,000 
smaller corporations and 2,000,000 part- 
nerships which are really the backbone 
of American business. 

x * * 

Nashville, Tenn.—J. H. Washburn, for- 
mer state actuary, and at present a con- 
culting actuary, spoke Monday to the 
Nashville association on “Actuarial Prob- 
jms and the Formation of Policies.” 

The annual election of officers and 
committees will be held Dec. 3. R. C. 
Green, Equitable Life of New York, has 
peen nominated for president on the “red” 
ticket, and Alden H. Smith, Northwest- 
ern Mutual, on the “blue.” 

Roger B. Hull, managing director Na- 
will speak at the 


few laré 


Jems 


tional association, 

Dec. 3 meeting. 

One concrete result of this year's 
work, made possible by the general 


agents and the insurance companies of 
Nashville, was the placing on Capitol 
poulevard, in the heart of the downtown 





area, an immense billboard with a pic- 
ture painted thereon of the two routes, 
one to indecision and want, the other to 
life insurance and a comfortable future, 
This billboard is lighted with Neon signs 
at night. The picture has been changed 
three times this year, and a new Christ- 
mas message is to be put up this next 
week. Over 100,000 people see this board 
daily. 
*x* * * 

Saginaw, Mich.—Saginaw and Bay City 
life underwriters were told by Prof. 
Ernest M. Fisher of the University of 
Michigan at a joint meeting here of the 
associations that they should “respect 
the insurance business or get out of it.” 

He pointed out that the country as a 
whole respects the institution of life in- 
surance and thax local communities also 
respect it where their local under- 
writers’ operations are conducive of re- 
spect. 

W. L. Burchill, president of the Sagi- 
naw association, presided, 











~ As SEEN FROM CHICAGO 





BRUCHHOLZ AGENCY PASSES QUOTA 


The New York Life’s Clearing House 
branch, Frederick Bruchholz, agency di- 
rector, was the first of the Chicago 
branches to fill its October-November 
rally allotment, its quota being $1,155,- 
000. 

es ¢s 
NEW LINCOLN NATIONAL AGENCY 


Hokanson & Jenks, 513 Davis street, 
Evanston, Ill., well known in the gen- 
eral insurance, real estate and invest- 
ment field in the north shore suburbs 
of Chicago, have been appointed general 
agents of the Lincoln National Life. 
E. W. Reddaway, who has been with 
one of the other Lincoln National 
agencies in Chicago, will be in charge 
of the life insurance department. 

*¢*s 


Cc. L. U. CHAPTER MEETS 


The Chicago chapter of C. L. U. will 
meet in the Midland Club in that city 
Nov. 29 and will be addressed by H. G. 
Guthmann, associate professor ot eco- 
nomics in the school of commerce of 
Northwestern University and author ot 
and 


several volumes on _ accounts 
finance, will talk on “An _ Investor 
Looks at Life Insurance.” 

x * x* 


ROUND TABLE SEASON BEGINS 


The Life Trust Round Table of Chi- 
cago met in that city Tuesday, opening 
the winter season of discussion. A 
number of Chicago bankers are mem- 
bers and others were invited guests. 
Plans are taking shape, it was reported, 
for the Life Trust Institute and Seminar 
which are scheduled to start some time 
in January. 

- 
SEEK CONFERENCE WITH GOVERNOR 

The Illinois Association of Insurance 
Agents, the Illinois Insurance Federa- 
tion, the Chicago Local Agents’ Asso- 
ciation, the Chicago Board and the casu- 
alty organizations have addressed Judge 
Henry Horner, governor-elect of IIli- 
nois, requesting a conference before he 
appoints a new insurance superinten- 
dent. The Illinois chamber of commerce 
18 sponsoring a bill before the next legis- 
lature to separate the insurance depart- 
ment trom the Illinois trade and com- 
merce bureau, placing the superinten- 
dent on a par with other directors and 
made a member of the cabinet. It is 
Suggested that if this prevails Judge 
Horner may desire to have a different 
type of man than he would appoint if 
the superintendent remained subordinate 
to the director of trade and commerce. 

John H. Camlin of Rockford, chair- 
man of the insurance committee of the 
Illinois chamber, declares that the pres- 
ent double decked system in Illinois is 
4 monstrosity and while Governor Low- 
den did a good piece of work in bring- 
ing about economy in consolidating a 
number of bureaus under one head, yet 
€ is confident that the insurance de- 
partment is so important that its super- 








intendent should be responsible only to 
the governor. He declares that the 
public at large does not receive the pro- 
tection that it is entitled to and he states 
that the present system is entirely un- 
satisfactory. 

So far as the insurance organizations 
are concerned, they feel that it would 
be the part of wisdom for Judge Horner 
to allow Superintendent Hanson to con- 
tinue until after the legislature is over, 
as he is familiar with the needs of insur- 
ance so far as the public is concerned. 
By that time it would be known whether 
there would be any separation of the 
department from the directorship of 
trade and commerce. 

Darby A. Day, former well known 
life insurance man in Chicago, who later 
was president of the Chicago Fidelity & 
Casualty, has returned to the city and 
announces that he is a candidate for 
insurance superintendent. 

2 ¢ @ 
INSURANCE STOCK QUOTATIONS 


H. W. Cornelius of Bacon, Whipple 


& Co. Chicago, gives the following 
stock quotations: 

Par Bid Asked 
Baetem Babiiccccescvce 10 15 16 
American Life....... 50 90 110 





Central Life, Ill. 20 20 25 
Central States. 5 414 5% 
Ce, Be cence 100 110 120 
Conn. General....... 10 34 36 
Continental Assur... 10 21 23 
Continental Casualty. 5 7 8 
Federal Life......... 10 9 il 
Great Northern...... 50 90 100 
Lincoln National..... 10 33 36 
Missouri State....... 10 7 8 
New World Life..... 10 7 8 
Northwestern Natl... 5 12 14 
Ohio Natl. Life...... 10 10 15 
Old Line Life........ 10 12 13 
Pacific Mutual....... 10 27 31 
Peoria LAtC....cccese 10 - 20 
Philadelphia Life.... 10 2 4 
DE BAGO. coccescccece 100 300 320 
TERVOIOTD ccocsccesecs 100 360 370 
Union Central........ 20 23 26 
Wisconsin Natl...... 10 12 14 
* * * 


PARTICIPATION OF INSURANCE 


Aside from the life insurance compa- 
nies, insurance interests have not 
reached any definite decision as to how 
far they will participate in the Century 
of Progress Exposition at Chicago. The 
life companies reached a definite deci- 
sion after a conference in New York 
called by President H. A. Behrens of 
the Continental Assurance and Continental 
Casualty, who was the local Chicago 
official in charge. A committee practi- 
cally decided to leave the designing of 
the exhibit to Vice-President J. L. Mad- 
den of the Metropolitan Life. It will 
be a dignified and interesting exhibit. 

The American Mutual Alliance, which 
is the interlocking body of the mutual 
casualty, fire and automobile companies, 
is working on an exhibit but just how 
far it will go remains to be seen. It 
will have a meeting of -the officers and 
directors in New York Dec. 5 and will 
then decide what will be done. The 
stock fire and casualty companies have 
had the matter under consideration for 
some time but seemingly have gotten 
nowhere in their deliberations. 








THE MAN OF THE HOUR 





T no time in the history of the 

life insurance business have so 

many people been made aware of 

the need for and the benefits to be 

derived from life insurance as at 
present. 


In the minds of millions has been 
burned the fact that life insurance is 
an absolute necessity. Economic con- 
ditions have dammed up the desires 
of millions of people, people in every 
hamlet, village, town and city in 
America. Bettered economic condi- 
tions will open the floodgates and 
the demand for life insurance will be 


sited tei ian, greater than ever before. 


ings in Iowa, Illinois, 
Ohio and 


Pennsylvania, 


The life insurance salesman will be 


THE MAN OF THE HOUR. 


Missouri, 


BANKERS LIFE INSURANCE COMPANY 
OF NEBRASKA 


Home Office Lincoln, Nebraska 

















UNUSUALLY ATTRACTIVE 
DIRECT HOME OFFICE CONTRACT 


In Unassigned Territory 
GREAT REPUBLIC LIFE INSURANCE Co. 


























Organized 1870 


| MUTUAL LIFE INSURANCE COMPANY 


of Baltimore 


Home Office: Charles & Chase Sts.. Baltimore, Md. 


PARTICIPATING ORDINARY NON-PARTICIPATING 


INDUSTRIAL 











1300 Great Republic Life Building, Los Angeles, California 
Be ee a 556 bb 050006056056 460seeseceeepedssecccccse GAD 


A practical, clear statement by « Geld man or what the average salesman needs to know sbout the funde- 
mentals. Order from The Nationa) Underwriter, A1946 Insurance Exchange, Chicago. 


T. J. McComs, President 
wat TO KNOW ABOUT LIFE INSURANCE— 
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Massachusetts Mutual Life 


a synonym for 


Quality and Excellence 


Life Insurance 





MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 

















TRIPLE INDEMNITY LIFE INSURANCE 
with 
WEEKLY ACCIDENT DISABILITY 
ONE CONTRACT FOR ONE PREMIUM 


General Agency Contracts available at Cincinnati, Ohio; Toledo, Ohio; Erie, 
Penna.; Harrisburg, Penna.; Philadelphia, Penna. ; and the State of Delaware. 


Inquire 


UNITED LIFE AND ACCIDENT INSURANCE COMPANY 


United Life Building Concord, New Hampshire 











INSURANCE 
PANY 


THE UNITED STATES LIFE tom 


Organized 1850 In the City of New York Non-Participating Policies Only 
Over 80 Years of Service to Policyholders 
Good territory for personal producers, under direct contract 
HOME OFFICE: 156 Fifth Avenue, New York City 


An LNL policy 


means 

















The Lincoln National Life Insurance 


Company Fort Wayne. Indiana. 











Service and 
Satisfaction 
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AS SEEN FROM NEW YORK 


By R. B. MITCHELL. 





MeMILLAN AGENCY HONORS PEYSER 


T. A. Peyser of the Clifford L. Mc- 
Millen agency of the Northwestern 
Mutual Life in New York City, who 
was recently elected to Congress on the 
Democratic ticket, was the guest of 
honor at an agency luncheon Monday. 
In introducing the congressman-elect, 
Mr. McMillen said that Mr. Peyser’s 
victory over Mrs. Ruth Pratt, the pres- 
ent representative, was remarkable on 
account of his district being the only 
one in the city which returned a ma- 
jority for President Hoover. It is only 
the second time that a Democratic con- 
gressman has been elected from that 
district. 

Mr. Peyser thanked his associates for 
their work in his behalf during the cam- 
paign, and: said he felt his victory was 
due in no small measure to their active 
campaigning for him, many of them sac- 
rificing a large share of their time in 
the weeks preceding the campaign. 

Following the meeting a sales con- 
gress was held, with R. P. Thierbach, 
assistant superintendent of agencies, as 
the chief speaker. Mr. Thierbach based 
his talk on what he termed the six “I’s” 
of successful life insurance salesman- 
ship. These are incentive, interest, in- 
formation, initiative, industry, and in- 
spiration. He laid particular stress on 
the last named. saying in part: 

“The sixth ‘i’ is tremendously impor- 
tant, for AF it the other five are 
given animation. Through it all other 
qualities are motivated, and without it 
they are dormant. A high plane of 
mental attitude maintained most of the 
time is imperative in this business.” 

es © 4 
RULES AGAINST BROADCAST 


Judge Levine of the court of general 
sessions of the county of New York 
has sustained the New York department 
in its assertion of right to punish vio- 
lators of the penal statute prohibiting 
use of the radio in broadcasting by a 
foreign insurance company not author- 
ized to operate in New York of pro- 
grams of solicitation. The action was 
directed against the Union Mutual Life 
of Iowa and station WOV. Violation 
of section 1129 of the penal law and sec- 
tion 50 of the insurance law was 
charged. 

“I cannot countenance or permit a 
foreign insurance company to enter this 
state,” the judge held, “unless properly 
qualified, by resorting to the devices of 
employing the radio as an agency in the 
transaction of its business in this state.” 


* * 
HAS TAKEN AN APPEAL 
The Northwestern Mutual Life has 


taken an appeal to the appellate division 
of New York from the decision of the 
New York supreme court, which held 
that an affidavit filed by the beneficiary, 
stating the assured had died and had 
been buried was sufficient proof of 
death when the policy does not specifi- 


cally provide that the proof must be 
made on forms furnished by the com- 
pany. The case is Dana vs. North- 


western Mutual. 

When the company was informed of 
the death of the policyholder it sent a 
set of blank forms for proof to the 
claimant. Instead of filing these forms 
the claimant filed as proof of death, an 
affidavit, signed only by the beneficiary 
stating that the assured had died on a 
certain date and was buried. An appli- 
cation for summary judgment was made 
by the beneficiary and was granted by 
the supreme court. 

The sole question raised by. the plead- 
ings is whether the plaintiff has filed 
due proof of death, the opinion stated. 
The court found that the law is in accord 
with the plaintiff's contention. It said, 
“What is generally considered due proof 
cannot be regulated or limited to any 
custom or usage prevailing in the com- 
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pany’s business. To thus laealiedk de- 
fine proof of death the usage must phe 
brought to the attention of the assureq 
before issuance of the policy. This cay 
be best effected by incorporating it in 
the policy.” 


e * 2 
IMPORTANT DECISION RENDERED 
The New York supreme court has 


ruled that an insurance company cap. 
not examine a physician of the assured 
to establish through him that the pol. 
icyholder died from natural causes and 
not from accident. The case was Dana 


vs. Commercial Travelers Mutual Ac. 
cident. The policy was for $10,099 
The beneficiary claimed that the as. 


sured fell down a flight of stairs, while 
the company contended that the as. 
sured died of heart disease on top of 
the stairs and was thrown to the bot- 
tom. 

The company sought to obtain from 
the supreme court permission to ex. 
amine the physician to establish that 
death was caused by disease and not 
the result of an accident. Counsel for 
beneficiary objected on the ground that 
the physician is not permitted to dj. 
vulge any information which he ac- 
quired in attending a patient in a pro- 
fessional capacity. 

The company claimed that this con- 
tention “is untenable for the reason that 
the question of whether the testimony 
of this witness shall be excluded on the 
ground of privilege is for the trial court 
to determine and should not be passed 
upon in advance of the trial,”’ and that 
“it is to be remembered also that even 
though the objection that the testimony 
of the witness is privileged is made, 
such privilege does not prevent the wit- 
ness from testifying in matters that 
may be, and in this case, will be mater- 
ial and vital.” 

Supreme Court Justice Dore 
the application of the company to ex- 
amine the assured’s physician, which 
ruling establishes a precedent in insur- 
ance law. 


Milwaukee Equitable Club Elects 


MILWAUKEE, Nov. 23.—Plans for 
a third training school for new life 
underwriters to be held Dec. 5 under 
the auspices of the Equitable Club, com- 


denied 


prising members of the E. L. Carson 
Agency of the Equitable Life of New 
York, were discussed at the annual 


meeting of the club. 

J. S. Weeks, Milwaukee, was elected 
president to succeed B. E. Heller. H. ( 
Shaad, Sheboygan, is vice-president; 
E. C. Ebersol, secretary, and C. 
Hafeman, treasurer. 


Open New Michigan Agencies 

The Great Northern Agency of De- 
troit, Inc., state agent for the Great 
Northern Life in Michigan, has estab- 
lished agencies in Battle Creek and 
Kalamazoo within the past month. R. J 
Long, president of the Great Northern 
Agency, has appointed D. C. Snuggs 
manager of the Battle Creek branch, 
and H. A. Palmer manager of the Kala- 
mazoo branch. Mr. Snuggs was with 
the company for six years in Ohio and 
for four and one-half years in Michigan. 
Mr. Palmer has been with the compan) 
for 12 years. 


To Merge Zone Conferences 


MILWAUKEE, Nov. 23.—At a meet- 
ing of the executive committee of the 
General Agents Association of the 
Northwestern Mutual Life at the home 
office in Milwaukee, it was decided t 
hold the conferences for the three zones 
jointly at the Edgewater Beach hotel in 
Chicago early in February, 1933. Last 
year Zone 1 met at Briarcliff Manor. 
N. Y.: Zone II at Chicago and Zone III 
at Colorado Springs. 
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Rohiffs to Head 
Risk Supervisors 





(CONTINUED FROM PAGE 3) 


recent medical opinion on the effects of 
silica and silicate dust. 

At the luncheon meeting Mr. Reiley 
discussed the work of the committee. 
Valentine Howell, Prudential, discussed 
informally the double indemnity situa- 
tion at the afternoon session. Harold 
Davies, Equitable Life of New York, 
presented a paper on the professional 
athlete as a life risk, and Morris Pitler, 
Mutual Life of New York, made the 
final report with his paper on occupa- 
tional hazards of workers engaged in 
the manufacture of artificial abrasives. 
Although medical opinion as to the dan- 
gerous quality of the dusts has changed 
somewhat, he pointed out, they are not 
yet considered harmless. Dust concen- 
tration has been reduced by means of 
dust-collecting exhaust systems, but 
there are still a large number of work- 
ers sufficiently exposed to be considered 
sub-standard risks. Some of the de- 
partments, however, apparently present 
no great dangers and the workers 
therein may be accepted on the stand- 
ard basis. . 

R. J. Vane, Metropolitan Life, was 
again chosen chairman of the occupa- 
tional committee. The following morn- 
ing the committee visited the plant of 
the National Sugar Refining Company 
in Long Island City. The afternoon 
meeting was held jointly with the 
Home Office Life Underwriters Asso- 
ciation. 


Letup in Lapses, 
Surrenders Noted 








(CONTINUED FROM PAGE 3) 
bear a certain relation to policy anni- 
versaries, and these in turn reflect some 
seasonal variation and drives for new 
business in previous years. 

Policy loans, on the other hand, reflect 
the needs of the policyholders and are 
a more accurate index of economic con- 
ditions among that group. 


Aetna Life Makes Number 
of General Agency Changes 





(CONTINUED FROM PAGE 4) 


1929, to New York City as general 
agent at the 165 Broadway office. There 
he has continued the successful organi- 
zation development and original sales 
promotion work which he instituted in 
Brooklyn. 

The resignation of W. C. Cousins, 
who has been general agent at Spring- 
field since January, 1930, -becomes ef- 
fective Dec. 26. His future plans have 
not been decided. 

_J. B. Rowe, who succeeds V. H. 
Chasey as general agent at Rochester, 
N. Y., has risen from the ranks. He 
was treasurer and general manager of 
the Thorold Pulp & Paper Co., Thor- 
old, Ontario, and later one of the gen- 
eral insurance firm of Fisher and Rowe 
at Warsaw, N. Y. He went with the 
Aetna Life in 1930, attending the group 
department school at the home office, 
then joining the New Haven agency 
under E. D. Luther. In January, 1932, 
he was appointed supervisor at Bridge- 
port, Conn., which is operated from the 
New Haven office. V. H. Chasey, who 
has been with the Aetna Life 20 years, 
and general agent at Rochester since 
1925, will engage in personal produc- 
tion as assistant general agent at Roch- 
ester. 

House Had Long Experience 


L. H. House, assistant general agent 
with the Place & Place agency in Bos- 
ton, has been appointed general agent 
at Utica, N. Y., to succeed L. D. Klous. 
Mr. House has been with the Aetna 
Life continuously since leaving school 








New York Speaker 


























WILBUR L. CROSS 
Governor of Connecticut 


Governor Wilbur L. Cross of Con- 
necticut will be one of the chief speakers 
before the Association of Life Insurance 
Presidents’ annual meeting. He was 
formerly dean of the Yale graduate 
school. 








in 1910, starting as a clerk in the home 
office and advancing steadily. He has 
been personal producer, agency cashier 
at Columbus, O., and Baltimore, travel- 
ing auditor for the home office, and for 
three years was home office cashier at 
the 100 William street agency in New 
York City. In October, 1929, he was 
appointed to the Boston agency in 
charge of brokerage business, and soon 
after was made as“‘stant general agent 
at Boston. He has done supervisory 
and promotional work there. 

Mr. Klous, in resigning as general 
agent at Utica, has made no decision 
regarding his future plans. 


Move Indicates the Upward 


Turn in Business Affairs 








The ordinary agencies and the or- 
dinary agency records departments of 
the Prudential home office moved from 
the sixth floor of the North building to 
the ninth floor of the Prudential build- 
ing at Newark, N. J. 

This is but added proof, if any were 
needed, that business in general is 
actually on the up-grade. The move is 
now made because of the need at this 
time for more room to do business and 
to take care of the expected increase of 
the immediate future. 

The Prudential building is the original 
one of the present group of home office 
buildings. During more recent years, 
the front or Broad street entrance has 
been used by a Newark bank and the 
upper floors for lawyers and other pro- 
fessionals’ offices. 

The company, because of its need for 
more room, began taking over the build- 
ing again for its own purpose, this most 
recent move about completely filling the 
group of home office buildings with its 
own departments. 


White Heads Round Table 


Following the usual practice of hold- 
ing a “New York Round Table” during 
Life Presidents week, the eastern mem- 
bers of the life group of the Insurance 
Advertising Conference will meet at the 
Hotel Pennsylvania Dec. 6 for an infor- 
mal discussion of mutual problems and 
opportunities in life insurance advertis- 
ing and sales promotion. N. A. White 
of the Provident Mutual has been ap- 
pointed as chairman. 
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IN LIFE INSURANCE 


A Dollar’s worth for every Dollar paid 

regardless of kind of policy purchased 
A $1,000.00 Endowment Policy, any age at issue, guarantees 
$1,961.54 plus Dividends in event policy becomes a claim the year 
it matures. 

Our Twenty Payment most remarkable policy of all—too much 
to write about in this advertisement. 

We have Ordinary with and without Cash accumulation. With- 
out cash value it furnishes Pure Protection Life insurance at non- 
participating rates but on a participating basis—it is estimated 
dividends will amount to 50% within a few years, based on actual 
experience past five years. 

Juvenile Policies—Ordinary, Twenty Payment and Endow- 
ment from birth, with all the fine features of our Adult Policies. 

Many other forms of Policies equally attractive. 

Operating in Illinois, Michigan, Indiana and Missouri. 


NTERSTATE RESERVE 


LIFE INSURANCE 
COMPANY 
Mutual Legal Reserve Life Insurance 


Ten East Pearson Street : : Chicago 

















More Than An Emblem 
—A SYMBOL 


To a Boys’ Protective Thrift 
Club member, this drawing from 
a picture of Sir Galahad sym- 
bolizes the thought that the thrifty 
boy can truly be compared to the 
knight of old. 





The sword means that he must be aggressive in learning 
to save. It requires courage to save pennies when others are 
spending theirs. The shield represents life insurance protec- 
tion. He is shown how it guards the owner against poverty 
as the shield of old was a protection against injury. 


Truly, the boy who measures up to the ideals of his 
Thrift Club is a 20th Century knight in armor. He is fighting 
now for the things that will enable him to face manhood with- 
out financial handicap and old age with financial independence. 


Forward looking Protective Life 
agents are profiting from the business 
getting opportunities that Thrift Club 


sponsorship offers. 


LiFe INSURANCE Q. 
BIRMINOHAM, ALABAMA. 





1907—Silver Anniversary—1932 
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The New and Original Answer 

to the Demand for Life Insur- 

ance with Disability Income 
Benefits 


Let Us Tell You About It 


ds, 
THE PROVIDENT 


Life and Accident Insurance 
Company 


CHATTANOOGA, TENNESSEE 
Established 1887 


PRACTICAL 
SALES 
cL... 


The only company which de- 

sits full legal reserve on 
ife policies with the State 
of Illinois. . 


PARTICIPATING 
NON-PARTICIPATING 


A complete line of 
ACCIDENT & HEALTH policies. 


COMPLETE COVERAGE 
COMBINATION POLICY. . 
[Life and Accident & Health in 
one contract}. 


An ORGANIZED SALES PLAN 
which gets results. . 














ABRAHAM LINCOLN 
Life Insurance Company 
Springfield, Illinois 
H. B. Hill, President 

















Prospecting Suggestions Given 








Prospects and interviews are discussed 
by Abner Thorp, Jr., editor and man- 
ager of the “Diamond Life Bulletins,” 
in his November monthly letter to sub- 
scribers. Mr. Thorp says in part: 

Successful salesmen, even in such a 
non-seasonal business as life insurance, 
can afford to be calendar-minded. The 
last quarter of the year is usually an 
active season for the following manufac- 
turing industries: aircraft, agricultural 
implements, leather, belting, boots and 
shoes, chemicals, confectionery, cotton 
goods, house furnishings, jewelry, meat- 
packing. 

Watch carefully for additional em- 
ployment in any of those industries. 
In addition, now is the open season for 
teachers. Finally, remember that even 
if there are 10 million unemployed, 
there are still more than 30 million em- 
ployed. 

President Ecker of the Metropolitan 
recently wrote: “I expect to see a 
doubling of the volume of protection 
for dependents during the next 15 years. 
I expect to see it because the propor- 
tion of the national income that now 
goes to pay the gross cash premiums of 
the nation is still less than five cents 
on the dollar. 

“I look forward to a great increase 
in group and I believe we have not yet 
scratched the surface in that field. 

“I look forward to a great growth in 
annuities and I base this prediction 
upon the fact that ten years ago less 
than 1 percent of all premium-income 
was from annuities and that today that 
1 percent has become 5 percent. 


Volume Increases with 
Greater Need for Security 


“As the need for security increases so 
will the volume of life insurance in- 
crease because security is what we deal 
in.” 

Recently, a Cincinnati finance com- 
pany hit on the idea of selling savings 
certificates calling for regular deposits 
over a period of years until their total, 
together with 3% percent interest, 
should equal $1,000. The plan proved 
such a success that it will be introduced 
in other cities. 

An employe of that company recently 
said: “You'd never know there was 
a depression from the way work has 
been piling in on us these last few days. 


We have gone into a new line and are 
getting results.” 

Will you please compare this plan 
with the income bond, personal life in- 
come deferred annuity, or even the ten- 
year endowment put out by a legal re- 
serve life insurance company? Con- 
sider the following points: Does not 
your plan show (1) an equally con- 
venient method of saving? (2) at least 
as high a rate of return? (3) more 
st.ength and security back of the con- 
tract? (4) many more privileges in the 
contract? (5) a sure method of conserv- 
ing and disbursing the money? 


More Interviews Required 
to Make Sale Nowadays 


A few years ago, 28 contacts (the 
average for a large, diversified group) 
resulted in 14 interviews and one sale. 
The latest, authentic, big-time analysis 
(that of Russell Thierbach with the 
Northwestern Mutual) shows that now- 
adays it requires 19 interviews for one 
sale—an increase of 36 percent. 

In a recent letter, Holgar J. Johnson, 
Penn Mutual manager in Pittsburgh, 
said: “Our problem is the same as 
that of every other agency. We must 
increase the number of sales talks given 
in view of the fact that the average of 
the number of sales talks given in rela- 
tion to the number of applications se- 
cured, has been continually getting 
higher.” 

Some underwriters have said that it 
is physically impossible to get as many 
as 19 interviews a week. I remember 
reading a newspaper account of a 
mother killing a bear with an axe when 
it threatened her baby. A woman can- 
not kill a bear—but she did. 

The average is 19 interviews per sale. 
But some men are still using only 5 
interviews per sale. The difference is 
due mainly to selective prospecting and 
powerful presentations. 

That is why every issue of “The Dia- 
mond Life Bulletins” for the past year 
has had in it something on prospecting 
and something on sales presentations. 
It takes work—and hard work, in any 
event. 

But, it takes less foot work if you use 
more head work in finding the right 
kind of prospects and telling them the 
right kind of story. 











Fraternals of Illinois Form 
Committee on Legislation 





A committee on legislation of the Illi- 
nois fraternal societies was organized at 
i meeting, at which 21 societies were 
represented. W. F. Traub, supreme 
archon of the Royal League, is chairman 
and N. J. Hein, supreme secretary of 
the Chicago Fraternal Life Association, 
is secretary. 

The meeting at which the committee 
was appointed was prompted by a com- 
munication to the fraternals by Don 
Winder, fraternal supervisor for the IIli- 
nois department. In his communication, 
Mr. Winder pointed to the fact that in 
the 1932 annual report, Superintendent 
Hanson of Illinois observed there was 
no change during the year in the statutes 
governing fraternal benefit societies. 
Owing to the fact that the statutes were 
adopted in 1893 and additions made from 
time to time, Mr. Hanson stated, con- 
tradictory statements appear in the laws 
and they are now inadequate for the 
proper supervision of this form of insur- 
ance. “It is hoped,” Mr. Hanson de- 
clared, “that it will be possible to pre- 
sent such changes to the legislature as 
will entirely clarify the fraternal act, 
making it more practical for both the 
division of insurance and the societies.” 
A few days after the societies had 
received this letter from Mr. Winder, 
they received a communication from 





Superintendent Hanson, saying that Mr. 


Winder’s letter had not been submitted 
to the department and should not have 
been considered as coming from the de- 
partment. “This department,” Mr. Han- 
son stated in his letter, “contemplates 
recommending some changes to the fra- 
ternal act of Illinois to the next general 
session of the legislature and at the 
proper time it may be advisable to call 
a conference of fraternals in this office 
to determine the needs of the society.” 

Despite Mr. Hanson’s frowning upon 
the meeting called by Mr. Winder, such 
a session was held and the legislative 
committee organized, 


Indianapolis Actuaries Meet 


M. C. Jones, assistant secretary 
American Central Life, and Walter 
Huehl, actuary Indianapolis Life, were 
principal speakers at a dinner meeting 
of the Actuarial Club of Indianapolis,” 
Mr. Jones discussed “Future Trends in 
Life Insurance,” and Mr. Huehl spoke 
on the 1932 annual statements of life 
companies. 


Connecticut Insurance Day 


HARTFORD, Nov. 23.—Connecticut 
Insurance Day will be held here Dec. 15. 
George E. Turner, president of the First 
Reinsurance, is again in general charge 
and will wield the gavel. His son, 
Dick Turner, is making personal calls 
throughout the state soliciting pledges 
to attend from agents and other insur- 
ance men. 

















PROVEN 
CONTACTS 

IN 
EVERY TOWN 


Our organization in 
Illinois is unusual in 
that we have desirable 
contacts in every town 
available for our 
agents. This factor 
alone gives our repre- 
sentatives confidence 
because they know 
their time will be taken 
up calling on pros- 
pects who are reall 
interested. There is stil 
some desirable terri- 
tory open for pro- 
ducers. 


BUILDERS LIFE 
INSURANCE COMPANY 


Karl J. Crist, Executive Vice-President 


228 N. La Salle St. 
CHICAGO ILLINOIS 






































No Better Territory 
No Better Company 


No Better General Agent’s 
Contract Than Our Service 
Pension Contract 


THE LAFAYETTE 
LIFE INSURANCE CO. 


4 . Lane, F. L. Alexander 
Secretary President 


W. R. Smith Field Vice-President 
LAFAYETTE, INDIANA 














Wanted! 
GENERAL AGENTS 
in 


Illinois, Missouri 
and Kansas 


St. Louis Mutual Life Insurance 
Company 


Originally Incorporated 1857 


3640 Washington Blvd. St. Louis, Mo. 
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Militant Keynote Is Struck 
In Sales Congress at Chicago 





On account of large attendance and 
an unusually fine program which mus- 
tered life insurance men of national re- 
nown from company and agency ranks, 
the annual sales congress of the Chi- 
cago Association of Life Underwriters 
won place as one of the most successful 
ever staged there. The keynote was 
stressed by A. E,. Patterson, general 
agent Penn Mutual, it being a more mil- 
itant and less neutral attitude toward 
policyholders. H. T. Wright, associate 
manager Equitable of New York, who 
in the first ten months this year has 
paid for 110 cases totaling $1,000,000, 
was general chairman. 

W. W. Klingman, agency vice-presi- 
dent Equitable of New York, said for 
the last 75 years financial hurricanes 
have roared about the people of this 
country, but the great life insurance 
business has stood like a rock. He said 
if underwriters care to take advantage 
of the opportunity now before them they 
will do a greater part in preserving the 
welfare of the people. 

Regardless of the class of mortgages, 
bonds or other securities and no matter 
how good they may be, an individual 
must be everlastingly watchful, he said. 
The average man is beginning to realize 
that investment, even of his personal 
funds, is not a part-time job. He has 
found he lacks the ability to cull the 
good from the bad and he now appre- 
ciates much more fully that he can place 
his money in life insurance, depending 
on the company to supervise his invest- 
ments with a guarantee that is absolute. 
He remembers that the policy he took 
out 20 years ago is worth exactly what 
it promised to be. 

On the other hand, the public has not 
forgotten that automobiles swept away 
the prosperity of the wagon and harness 
manufacturers, that legislation wiped 
out millions of dollars invested in 
whisky distilleries, and that inventions 
or economic changes mav be expected 
any day to have drastic effects on busi- 
nesses. 

Mr. Klingman emphasized the ex- 
tremes of wealth and poverty of the last 





three years as being one of the strong- 
est arguments for the back log of life 
insurance. Three years ago, he said, 
there were hundreds, even thousands, of 
men and women known as kings of 
finance, but today a large percentage of 
these are dependent upon someone elise 
for a livelihood. 


Life Insurance Foundation 
Ideal for Reconstruction 


Another Equitable man, Courtenay 
Barber, Chicago general agent, said the 
greatest need in the world today is con- 
fidence, and life insurance people can 
contribute to building up new confidence 
by devoting themselves to useful serv- 
ice. This is a period of reconstruction, 
Mr. Barber said, and life insurance rep- 
resents the type of foundation upon 
which the rebuilding of the future should 
be done. It is a great financial structure 
that has proved itself capable of with- 
standing the most severe tests and has 
revealed to the world that it is built on 
the kind of foundation that cannot be 
destroyed. 

He urged underwriters to keep con- 
stantly in mind the thought of increas- 
ing their usefulness to others. He said 
they cannot be thinking of their useful- 
ness and of themselves at one and the 
same time. One who desires to use his 
best powers at their best must get rid 
of self-consciousness. Only then can he 
create confidence of others in himself. 
He said the difficulties of life insurance 
men and women would disappear if 
every one they contacted had confidence 
in them. Every man has the right to 
hold back his confidence in another per- 
son unless he sees an absence of design 
on himself and confidence is inspired. 
People in the life insurance profession 
should build a foundation of character 
measuring up to the character of their 
business, and only then, Mr. Barber 
said, will they be recognized prominently 
in life insurance. He finds the great 
prizes of life are not handed out pro- 
miscuously, but they must be earned. 

R. B. Hull, managing director Na- 
tional Association of Life Underwriters, 


gave his fine talk, “Getting Back on 
Main Street,” dealing with a rationalized 
national prosperity. 

One of the finest talks at the meeting 
was by Dr. S. B. Freehof of Chicago, 
rabbi of K. A. M. Temple, on “Why 
Life Is Still Worth Living.” He ex- 
pressed belief that every man is an un- 
conscious philosopher and _ the life 
insurance agent's function is to bring 
this up into the level of consciousness. 
He said the basic question which all 
philosophers are striving to solve is the 
meaning of life, and this is vital today 
when people frequently doubt whether 
the expenditure of energy in keeping on 
ts worth while. 

“Mind, which has made life worth 
living, often is a traitor,” he said, “be- 
cause it develops a pessimistic philos- 
ophy. Instinct says live, and the de- 
feated mind says die. We become a di- 
vided personality. We must have a 
cause—something bigger than ourselves 
—which we have no right to desert. 
Life is always a grand adventure when 
you can find a cause greater than your- 
self. Then you do not belong to your- 
self. Life loses its flavor when you have 
nothing to work for. 


Every Person Has 
Some Avenue of Approach 


“Some people do not have the vision 
or self-sacrificing viewpoint to find it, 
but everyone has someone dependent 
on kim for strength and courage and 
hope. Many of them have children look- 
ing to them to make life better for the 
next generation. We live in order to 
express our usefulness; in order to 
achieve. 

“When one is sick he believes he will 
never get well, and when he is bereaved 
it seems he will never be any different, 
yet time magically heals the most griev- 
ous of wounds. Everyone learns, but 
many learn only trivial things. It is 
difficult to learn wisdom because we do 
not have much opportunity. I believe 
this is the golden time in which to learn 
the truth, to get the heroic quality, for 
we may never get another chance.” 

The address of T. M. Scott of Phila- 
delphia, leading agent of the Penn Mu- 
tual with 25 years’ life insurance expe- 
rience, was on “Selling Today.” Mr. 
Scott regularly produces about 200 cases 
a year for approximately $2,000,000. He 
said life insurance selling now is not 
much different from selling of any other 





time, except underwriters must concen- 
trate and see more people. He made 
the point that there is no function which 
can be ignored, citing the observation of 
Bobby Jones that no part of the swing 
in golf can be slighted. Honesty, self- 
confidence, concentration, integrity, sin- 
cerity and many other qualities go to 
make the underwriter’s personality and 
all are important tools. 


Reading Human Nature 
Is Agent’s Big Job 


Given a knowledge of what life insur- 
ance is and does, Mr. Scott said, and the 
spirit to keep abreast of the times, to 
read life insurance literature and trade 
journals, the agent’s job consists of read- 
ing human nature and handling people. 
He said one must take human nature 
as it comes and try to handle it. Peo- 
ple dislike being told things; they must 
instead merely be reminded. 

Ideas sell life insurance and motivate 
people. Mr. Scott, for instance, coins 
titles for standard policies which em- 
phasize their use, such as home insur- 
ance, widow's salarv insurance, estate 
settlement contract, legacy trust, bank 
stock purchase plan, mother’s time and 
care contract, pension policy, educa- 
tional and college fund contract, mort- 
gage insurance, sons’ and daughters’ al- 
lowance plan, Christmas present plan, 
birthday present plan. 

One should talk to a man about his 
children, Mr. Scott said. Men often will 
do something for their children when 
they think they have all the life insur- 
ance needed for their wives. No good 
life insurance man will go to a prospect 
with nothing definite to offer. 


Power of Suggestion 

Is Agent’s Greatest Tool 

Suggestion is the greatest power in 
selling, he said. Many people are op- 
posed to having things forced on them. 
The important thing is to get a man 
to go along on a minor point and then 
lead on to a major point and the close. 
He emphasized that an underwriter 
never must argue with his prospect. 
Neither should he insist upon the pros- 
pect saying “yes.” Consent to the pro- 
posal must be implied. Mr. Scott said 
if one waits for the prospect to say 
“yes” he is slow on the trigger. He said 
perhaps the acme of salesmanship is to 
let a man think he has thought out the 
solution himself. He urged modesty. 








General agencies 


We have excellent General 
agency openings in Nebraska, 
Minnesota and Iowa. 
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Col. C. B. Robbins, 
President 


await YOU 
Are YOU ready to 


WRITE US BEFORE MAKING A CHANGE ° 


CEDAR RAPIDS LIFE INSURANCE COMPANY 


CEDAR RAPIDS, IOWA 
Jay G. Sigmund, Vice-President and Cc B. 


enlarge your world? 


Splendid contracts — strong 

support—Council Bluffs, Iowa; 

Davenport, Iowa; Rochester, 
Minn.; Lincoln, Nebraska 


Svoboda, 
Secretary 
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An Opportunity— 


Middle western company with 
$200,000 in force writing all plans, par 


wants manager for Cleveland, Ohio 


Give full particulars in confidence to 


W-94, The National Underwriter, Chicago 
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WHEN 


Economic night came there 
was Life Insurance to light 
the way out. The challenge 
to enter the Life Insurance 
business was never stronger 
than at*present. No time 
was ever richer with stories 
of its comfort and saving 
help to human beings. 


Liberal direct Home Office 
contracts for fieldmen, fea- 
turing life income provision. 


California-Western 
States Life 
Insurance Company 
J. Roy Kruse, President 


Home Office, Sacramento 











Life Insurance— 
Trust Service 


now go hand in hand. Men of 
affairs demand both. Life In- 
surance creates the estate. 
The Life Insurance Trust 
safeguards it. 
Send for booklet 
The Life Insurance Trust 


Chicago Title & Trust Company 
@ West Washington St. 

















CLAY W. HAMLIN 
“DEFINITIZER” SYSTEM 


Manual r! the manager on Mr. Hamlin’s 
anete time control plans and 3 copies of 
e “Definitizer” for $1.00. 














Insurance R & R Service 
Indianapolis, Indiana 
They Sai A 
ey Said We’d 
6 ” 
Get Burnt 
When our new Super-Disability policy 
went on the market, so simple was the 
contract, and so free was it from con- 
fusing technicalities and restrictions 
that we were told we'd get “burnt.” 
But we knew we could write a policy 
for accident and health as clean cut as 
the life contract, and we did it. We 
haven’t been burnt. 
Life agents have found it an excellent 
means to complete the protection with 
which to surround their clients. 


Send in the coupon for further infor- 
mation. 


INTER: yer CASUALTY 








COMPANY 


Executive Office 
CINCINNATI-OMIO 


] Inter-Ocean Casualty Co. 
American Bidg., Cincinnati, Ohio. 
Please send me information regarding your acci- 
| dent and health policies, 


* 








Scott believes strongly in getting 
the examination first. It has many ad- 
vantages, eliminates competition to 
some extent, eliminates rejections and 
speeds up the man’s decision. 

Mr. Scott believes if an underwriter 
has given his service to a client, he may 
well suggest the client confine himself 
to the underwriter. The man is better 
served this way. He pointed out the 
benefit of having friends, telling of a 
$500,000 and a $400,000 case that were 
given him purely through friendship, 
and in which the sale was made before 
he called. Another $100,000 case was 
thrown his way by a friend who brought 
the prospect down to Mr. Scott’s office 
and in his absence had the man exam- 
ined and left a check covering the pre- 
mium. 

Conservation of time is essential to- 
day for success. Mr. Scott gives many 


Mr. 





services by messenger and phone, thus 
conserving time. He mails policies 
whenever possible. 

There are no short cuts in the busi- 
ness, he said; longer weeks and longer 
hours are demanded. One cannot get 
by in life insurance except by hard 
work. 

The registration was over 600. A. 
Van Goldman, manager ordinary agency 
of the Prudential in Chicago, introduced 
Mr. Gray, Miss Joy Luidens, secretary 
Chicago association, and Howard Pres- 
ton, an opera baritone, sang. J. A. Sul- 
livan gave a demonstration of what he 
considered the best salesman in the 
world, a revolver. He showed how fa- 
mous gunfighters of the west conserved 
time in drawing their pistols. Accord- 
ing to Walt Tower, managing director 
of the association, this exhibition went 
over with a bang. 








Tips on Creating Interest 




















ACTUARIES | 


Sa er 
Barrett N. Carl E. Herfurty 


COATES & HERFURTH 
CONSULTING ACTUARIES 


(LLINOIS 


DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 7398 
CHICAGO, ILL. 








It is rather late to prepare for the 
depression, but there is still time to pre- 
pare for prosperity, A. E. N. Gray, 
assistant secretary Prudential, told 
underwriters at the annual sales con- 
gress of the Chicago Association of 
Life Underwriters. However, he said, 
if the business is twice as hard to get 
as formerly, it should be apparent one 
must become twice as good a salesman, 
when there will be no depression. 

Mr. Gray said salesmanship is a com- 
bination of three activities, arousing in- 
terest, creating desire and appealing to 
a motive for buying. He said no one 
ever has bought anything that he was 
not interested in having, that he did not 
want or at least did not at the time 
that he bought it think he wanted. 
There always must be a motive for buy- 
ing anything. 


Cites Two Methods of 
Arousing Interest 


There are two ways of arousing in- 
terest in the mind of a man who is not 
already interested in life insurance, he 
said, by telling something about it that 
he does not know, and something that 
he has overlooked. There also are two 
ways of creating a desire for life insur- 
ance in the mind of the man who 
doesn’t want it, by telling him what it 
is and what it does. There are only 
two kinds of motives for buying any- 
thing, Mr. Gray said, selfish and un- 
selfish, 

This knowledge he believes should 
enlarge the field of prospects for any 
one employing it. If life insurance can 
be looked on as a combination of sav- 
ings and protection, then the field of 
prospects includes not only those who 
are interested in protection, but also 
those interested in saving money; and, 
if the underwriter knows how to arouse 
interest then his field of prospects in- 
cludes not only those who are inter- 
ested, but also those who can be in- 
terested. 

Mr. Gray believes there are more sales 
arguments in the simple facts of life in- 
surance than in all the sales books on 
life insurance. There is, first, the 
powerful argument in the simple fact 
that the cost of protection to the indi- 
vidual is the cost of the protection 
which he gives some one else; that life 
insurance is merely an insurance savings 
account in which a great many people 
join with their deposits to mature a 
savings account for those who die early. 
In return for the cost of maturing a 
savings account for others, the individ- 
ual has the assurance that if he had 
died the others would have done the 
same thing for him. 

Mr. Gray believes the underwriter 
should be armed with knowledge when 
he solicits. He should be prepared in 
advance. This has a two-fold purpose. 
It serves to make the prospect buy and 
causes the agent to get out and work. 
The underwriter cannot depend on in- 
spiration in the early stages of the inter- 
view; a prepared sales talk is abso- 
lutely indicated. 





Mr. Gray pointed out the value one 
would get from attempting to set down 
in a letter to a prospect all the things 
which he would tell him in person about 
life insurance, and he emphasized that 
the underwriter would be much better 
prepared for his personal interview after 
writing such a letter. Each paragraph 
would be rewritten many times, in all 
probability, until it were satisfactory, yet 
many underwriters rely on their ability 
at extemporaneous speaking when they 
could be much more effective by prep- 
aration. 

After the prospect has been told about 
life insurance and what it will do, the 
underwriter must swing gradually into 
the appeal to the emotions. An impor- 
tant factor is inducing the prospect to 
agree to minor points and getting him 
into the “yes” attitude. He said the 
object is to get him to say he wants 
what life insurance will do without 
forcing him to say he wants life insur- 
ance. 


Appeal to Unselfishness 
Carries Many Possibilities 


Mr. Gray urged that underwriters not 
hesitate to appeal to the unselfishness 
of their prospects. He said, “Don’t for- 
get an oyster thinks all other oysters 
are solid shell all the way through until 
one opens up, and then the others open 
up too.” 

Mr. Gray said far from creating a de- 
sire for life insurance, the best way to 
kill interest in the mind of the man in 
whom one has not created desire is to 
tell how much the life insurance costs. 
The life underwriter should tell either 
what life insurance will do for the pros- 
pect, or put it in language which will 
cause the prospect to create his own 
picture of what life insurance will do 
for him. 

Mr. Gray gave a number of illustra- 
tions of unusual methods of attack. One 
is a question to be asked a physician, 
“Have you ever heard of a doctor be- 
ing pensioned by his patients?” The 
point is made that the pension must 
come from some other source, and this 
is best done by income insurance. 


Cogent Arguments Are 
Suggested for Canvasses 


Mr. Gray said one agent called on a 
man who had $10,000 of insurance and 
said, “Fine, that means your wife will 
have to earn only $15 a week herself.” 
The man signed an application for 
$5,000. Then the agent said, “Good, 
now your wife will have to earn only 
$10 a week.” The man took more. 

Another method of attack is to ask 
a man whether he would advise a 
widow to invest all her money in a 
business whose owner had died, or, if 
she already had done so, whether he 
would advise her to'get her money out 
as soon as possible. 

Still another is, “Wouldn’t you rather 
give your business to your children than 
sell it to them?’ Originality and 
pointedness of attack are important fac- 
tors in the interview, Mr. Gray said. 





L. A. GLOVER & CO. 
Consulting Actuaries 
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RECENT LETTERS 


The President of a large Company 
says: 
“It will revolutionize Life Insurance 
y aap 
A Superintendent says: 
“Greatest Setling pe arg em A 
An Underwriter says: 

“It has noe my income.” 


LIFE INSURANCE AS A 
PROPERTY INVESTMENT 
Found ra” in “The 
Life Underwri ” by 
Abner tr. 
The Diamond Life Dulictins 
4m E. 4th St, Cincinnati, O. 
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